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Why  is  Bepanthol  a  solution  they  can 


count  on 


or  problem  dry  skin? 
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—  Imagine  a  range  of  dry  skin  products  you  and  your 
customers  can  really  count  on.  Roche  already  have.  The 
Bepanthol  range,  already  proven  throughout  Europe,  is  a 
unique  approach  to  problem  dry  skin,  which  is  also  suitable 
for  eczema  and  dermatitis.  Bepanthol  skin  conditioners  each 
contain  a  different  amount  of  moisturising  power,  called  a 
Skin  Conditioning  Factor,  which  soothe  and  soften  dry, 

Bepanthol  is  a  registered  trademark 


cracked  skin  at  different  levels.  These  Skin  Conditioning 
Factors  form  a  non-greasy  protective  film  over  the  surface  of 
the  skin,  holding  in  the  body's  natural  moisture.  Bepanthol 
also  contains  Pro-Vitamin  B5,  which  promotes  natural 
healing.  At  last,  whatever  age  they  are,  your 
customers  can  choose  their  own  level  of  care 
for  problem  dry  skin. 


The  Office  of  Fair  Tradings  sense  of  timing  in 
referring  its  case  to  end  resale  price 
maintenance  on  medicines  to  the  Restrictive 
Practices  Court  is  extraordinary.  It  comes 
across  as  a  blatant  attempt  to  influence  the 
legislative  process  at  a  time  when  the  Community 
Pharmacy  Action  Group  and  the  Government  are 
seeking  to  reach  an  acceptable  solution  through  the 
Competition  Bill.  The  OFT's  move  -  and  it  has  taken 
director  John  Bridgeman  over  a  year  to  act  -  adds 
another  dimension  to  an  issue  that  has,  in  the  past 
fortnight,  become  a  political  hot  potato.  It  is 
unusual  to  be  informed  of  an  exchange  of 
correspondence  between  ministers,  so  health 
secretary  Frank  Dobson's  expression  of  concern  to 
Margaret  Beckett  at  Trade  &  Industry  is  something 
that  pharmacists  will  welcome.  Probably  less 
welcome  is  the  intervention  by  Tory  MP  John 
Redwood.  To  his  credit,  Mr  Redwood  has  a  track 
record  in  supporting  small  business,  but  there  must 
be  suspicion  that  he  has  adopted  the  RPM  cause 
because  he  senses  he  can  embarrass  the 
Government,  with  allegations  of  a  change  of  heart 
on  something  it  was  sympathetic  towards  while  in 
opposition.  By  making  RPM  a  party  political  issue 
there  could  be  a  polarisation  of  opinion  which, 
given  the  current  Labour  majority,  will  not  be  to 
CPAG's  advantage.  So  thanks,  but  no  thanks,  Mr 
Redwood.  If  the  Competition  Bill  goes  through  the 
Commons  unchanged,  ie  if  the  government  sticks 
to  its  present  position,  RPM  will  end  on  medicines. 
CPAG's  ideal  solution  would  be  a  specific  exemp- 
tion RPM,  but  it  is  exploring  other  options.  The 
content  of  the  Bill  will  be  known  long  before  the 
OFT's  case  comes  to  the  courts  some  time  in  1999. 
Why,  then,  does  Mr  Bridgeman  seem  intent  on 
wasting  the  taxpayers  money?  Is  he  worried  that 
CPAG  is  winning  the  arguments  where  it  counts? 
It's  definitely  time  to  promote  RPM  to  your  MP. 
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NEWS 


OFT  wrecking  attempts  for  RPft 


Community  Pharmacy  Action 
Group  chairman  David  Sharpe 
has  accused  the  director  general 
of  fair  trading  of  trying  to  wreck 
attempts  to  reach  an  agreement 
between  pharmacists  and  the 
Government  over  resale  price 
maintenance. 

"The  actions  of  John  Bridge- 
man  are  clearly  an  attempt  to 
subvert  proper  consideration  of 
RPM.  CPAG  vigorously  refutes 
the  grounds  set  out  by  the  OFT 
for'  referral  to  the  court  and  will 
fight  the  case  all  the  way,"  he  said 
of  the  DGFT's  decision  to  refer 
RPM  to  the  Restrictive  Practices 
Court  last  Thursday. 

Mr  Bridgeman's  announce- 
ment was  made  the  day  before 
CPAG  met  with  health  minister 
Baroness  Jay  to  discuss  the  out- 
come if  RPM  were  to  go. 

However,  CPAG's  campaign 
was  given  extra  impetus  when 
Baroness  Jay  announced  that 
Frank  Dobson  had  written  to  Mar- 
garet Beckett,  president  of  the 
Board  of  Trade,  to  express  con- 
cern about  the  impact  of  the  Com- 
petition Bill  on  small  businesses. 

"The  meeting  was  the  most 
positive  I  have  ever  attended 
with  a  minister,"  said  Mr  Sharpe 
afterwards.  "The  minister  under- 


John  Bridgeman  made  his 
a  n  n  o  1 1 1 1  c  e  in  e  n  1 1  a  s  1  T  h « i  irs  i  II  a  y 

stood  all  our  concerns  and  took 
them  on  board.  She  was  very, 
very  well  briefed,  very  support- 
ive and  very  knowledgeable." 

A  source  close  to  Baroness  Jay 
said:  "We  are  concerned  about 
the  position  of  community  phar- 
macists and  we  are  lobbying  on 
their  behalf.  As  it  is  the  DTI 
which  is  leading  the  Bill,  we  are 
saying  we  hope  to  see  some 
progress.  CPAG  will  be  putting 
forward  its  own  case,  but  we  cer- 


tainly share  some  of  its  con- 
cerns, and  a  letter'  has  been  sent, 

"Baroness  Jay  was  very  sym- 
pathetic. She  made  it  clear  that 
although  the  DTI  was  very  much 
the  lead  Department,  she  will 
lobby  all  she  can." 

This  week,  CPAG  was  writing 
to  contract  or  pharmacist  s  urging 
them  to  contact  their  MP  about 
RPM.  Mr-  Sharpe  stressed  that 
this  could  be  the  only  opportu- 
nity for  pharmacists.  CPAG  is 
continuing  to  lobby  senior 
labour  peers  to  put  their-  names 
to  amendments  at  the  report 
stage  in  the  Lords.  Representa- 
tives of  CPAG  will  meet  con- 
sumer affairs  minister  Nigel  Grif- 
fiths MP  orr  January  21.  When  in 
Opposition,  Mr-  Griffiths  warned: 
"The  abolition  of  RPM  would 
mean  fewer  pharmacies." 

Mr  Bridgeman  made  his 
announcement  last  Thursday, 
almost  a  year-  later  than 
expected.  Concern  has  been 
expressed  that  tire  OFT's  deci- 
sion could  be  a  waste  of  taxpay- 
er's' money  as  the  referral  has 
been  made  in  the  knowledge  that 
the  forthcoming  Competition 
Bill  may  make  specific  reference 
to  RPM.  It  is  unlikely  that  the 
Restrictive  Practices  Court  will 


CPAG  is  also  countering  the 
OFT's  arguments  with  a  report 
by  the  independent  research 
consultants,  National  Economic 
Research  Associates,  which 
found  that: 

•  there  were  a  substantial 
number  of  at  risk  pharmacies 
that  could  be  driven  out  of 
business  by  the  abolition  of  RPM 

•  estimates  to  date  were 
conservative'  set  against  the 
research  carried  out  by  the  OFT 
on  consumer  purchasing 
intentions 

•  large  retailers  enjoyed 
substantially  higher  gross 
margins  than  smaller  retailers 

•  the  UK  was  not  overpriced 
with  pharmacies  compared  to 
the  EU  average 

•  UK  pharmacy  margins  were 
the  lowest  in  the  EU,  where 
price  controls  for  OTC 
medicines  were  standard 


be  able  to  deliver  a  judgement 
before  the  summer  of  1999. 

Justifying  the  OFT's  decision,  a 
spokesman  said:  "We  have  taken 
on  board  the  concerns  of  the  rep- 
resentatives of  small  pharma- 
cies, but  we  don't  feel  they  have  a 
strong  enough  case." 


Emson  to  succeed 
Davies  at  Boots 


Digby  Emson  joined  Boots  in  1973 

Digby  Emson  is  to  succeed  Mar- 
shall Davies  as  Boots  the 
Chemists'  pharmacy  superinten- 
dent when  he  retires  on  April  10. 

Mr  Emson  joined  Boots  in  1973 
and  has  a  wide  range  of  experi- 
ence in  business  and  professional 
roles,  including  work  in  the 
healthcare  dispensing  area  and 
international  retailing  operation. 

Mr  Davies  has  worked  for 
Boots  for  42  years.  After  several 
store  management  positions  he 
moved  into  operational  manage- 
ment. He  was  appointed  phar- 
macy superintendent  in  1991. 


Times  'jumps  gun'  on  PMR/loyalty  card  link 

Boots  the  Chemists  says  that  The      into    one.    By    using    the    80      tial  announcement  last  August" 


Times  has  "jumped  the  gun  in  a 
big  way"  over  a  report  suggesting 
that  Boots  is  about  to  put  med- 
ical records  on  its  customer  loy- 
alty cards. 

Monday's  report  claimed  that 
its  Advantage  store  card  arrd 
patient  medication  record  card, 
Medilink,  would  be  incorporated 


megabyte  [sic]  silicon  chip  on  the 
Advantage  card,  patients  could  be 
informed  of  any  store  offers  when 
collecting  their  prescription. 

Communications  director  Ian 
Wright  said  that  although  the 
company  was  considering  the 
possibility,  "literally  nothing  has 
changed  since  we  made  the  irri- 


(C&D  August  9,  1997,  p27).  He 
added:  "It  is  technically  possible, 
but  there  is  no  move  on  this." 
Boots  is  still  reviewing  the  ethi- 
cal aspects  of  such  a  policy. 

Referring  to  the  memory 
capacity  of  the  chip  quoted  by 
Tltp  Times,  he  said:  "If  it  was  that 
size,  it  would  be  a  computer." 
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says  CPAG  chairman 


Asda  says  RPM  is  costing  con- 
sumers an  extra  £300  million  a 
year.  Phil  Reed,  Asda's  corporate 
affairs  manager,  said  of  the  refer- 
ral: "Our  general  view  is  that  we 
are  very  pleased.  At  last  the  legal 
process  is  underway.  It  is  the 
beginning  of  the  end  for  retail 
price  fixing  in  the  UK." 

He  believes  the  Competition 
Bill  should  be  kept  outside  the 
inquiry's  remit,  calling  CPAG's 
action  "clutching  at  straws". 

"We  believe  manufacturers 
should  start  to  look  at  leaving 
RPM  behind  and  not  wait  for  the 
inevitability  of  the  Court  hear- 
ing," he  said. 

Superdrug  issued  an  updated 
version  of  its  'Protecting  patient 
access  through  the  Essential 
Small  Pharmacy  Scheme',  assert- 
ing that  the  removal  of  RPM 
would  not  threaten  patient 
access  to  pharmaceutical  ser- 
vices in  remote  areas. 

Superdrag  marketing  director 
Steven  Round  welcomed  I  lie 
OFT's  move,  saying  that  RPM 
"serves  only  to  prop  up  inefficient 
operators".  He  added,  "There  is 
certainly  a  case,  which  Superdrug 
supports,  for  enhancing  the  P^SPS, 
so  that  it  can  better  respond  to 
any  changes  in  the  sector." 


Shadow  trade  secretary  John 
Redwood  told  C&D  he  would  be 
meeting  CPAG  before  the  Bill 
begins  its  passage  through  the 
Commons,  and  he  is  encouraging 
pharmacists  to  lobby  parliament. 

He  feared  the  Bill  would  drive 
pharmacists  to  seek  a  higher 
return  from  the  NHS  prescription 
side  of  their  business  to  stay 
afloat,  which  could  transfer  the 

The  OFT  has  given  the  following 
reasons  to  support  its  case: 

•  pharmacy  numbers  have 
stabilised  and  there  are 
regulatory  controls  on  entry 

the  main  reason  consumers 
visit  pharmacies  today  is  to 
obtain  prescriptions,  whereas  in 
1970  it  was  to  purchase 
proprietary  medicines 

•  the  'protected'  income  from 
dispensing  NHS  prescriptions 
accounts  for  a  very  large 
proportion  of  a  pharmacy's 
turnover  and  gross  profit, 
whereas  the  importance  of  sales 
of  toiletries  and  other  non  price 
maintained  goods  has  fallen 
considerably  and  proprietary 
medicines  do  not  appear  to  be  as 
important  for  the  survival  of  the 
small  pharmacy 


highei  costs  of  non-prescription 
medicines  to  the  taxpayer 

"There  is  no  free  lunch.  If  they 
gel  less  from  OTC  medicines, 
they  will  want  more  from  the  sup- 
ply of  prescription  medicines, 
otherwise  they  cannot  stay  open. 

"RPM  is  clearly  anti-competi- 
tive, but  nobody  seems  to  have 
thought  through  the  conse- 
quences of  this  Bill  for  small  busi- 

•  the  current  clustered 
distribution  of  pharmacies  in 
some  areas  is  inefficient  and  the 
closure  of  less  viable  chemists 
currently  located  close  to  more 
efficient  outlets  would  not 
compromise  consumer  access 
and  might  improve  the 
profitability  of  the  remainder 

O  supermarkets  that  stock 
proprietary  medicines  do  not  all 
provide  only  a  narrow  range  of 
the  best  sellers 

•  there  has  been  a  rise  in  own- 
label  non-RPM  OTC  medicines 
which  are  available  at  much 
cheaper  prices  than  branded 
equivalents 

O  the  strong  growth  in  the 
number  of  pharmacy  chains 
since  1970  enables  the  chains  to 
withstand  the  pressure  of  price 


nesses.  I  think  they  are  right  to 
put  that  point.  I  think  some  will  go 
out  of  business  if  it  is  abolished." 

The  professional  lobbying  firm 
which  is  building  the  Parliamen- 
tary campaign  for  CPAG  is 
preparing  a  strategy  to  increase 
opposition.  Il  is  concerned  by 
recent  press  reports  suggesting 
that  cheaper  OTC  medicines 
would  be  a  good  thing. 

competition  as  they  are  able  to 
secure  greater  wholesale 
discounts 

C  in  1970  the  Court  accepted 
that  RPM  would  be  against  the 
public  interest  as  prices  would 
be  higher  than  otherwise. 
However,  there  have  been 
dramatic  increases  in  prices  of 
a  number  of  popular  branded 
proprietaries  since  then  and  the 
detriment  has  increased 
accordingly. 

The  OFT  spokesman  was 
unable  to  say  what  figures  were 
submitted  as  part  of  its  evidence 
to  the  Restrictive  Practices 
Court.  He  said  that  the  OFT  had 
done  all  the  groundwork  in  1996, 
and  added:  "The  arguments  are 
fairly  straightforward.  I  cannot 
supply  any  updated  figures." 


1996  Health  survey 
for  England 

The  average  blood  pressure  of 
English  adults  is  falling  but  obe- 
sity is  on  the  increase,  acc(  >rding 
to  a  Department  of  Health  report 
published  last  week. 

The  '1996  Health  survey  for 
England'  says  the  incidence  of 
obesity  was  on  the  rise  with  16 
per  cent  of  men  and  17  per  cent  of 
women  classified  obese  in  1996 
compared  to  13  per  cent  and  15 
per  cent  respectively  in  1991. 

There  was  a  2  per  cent  increase 
in  the  number  of  men  smoking 
between  1993  and  1996.  The  fig- 
ures for  women  did  not  change. 

Still  a  chance  to  win 

The  Christmas  season  may  seem 
long  gone,  but  there  are  still  two 
weeks  left  to  get  your  response  in 
for  the  Chem  ist  &  Druggist  year 
end  quiz. 

C&D  is  offering  a  prize  of  £ 100 
for  the  entry  with  the  most  cor- 
rect answers.  So  even  if  you  are 
not  sure  about  all  the  answers  to 
the  questions  in  the  December 
20/27  issue,  you  could  still  take 
first  prize  or  win  one  of  ten  run- 
ners up  prizes  of  Xrayser  clocks. 

Send  your  answers  to  C&D  on  a 
sheet  of  A4  by  January  31. 


MDA  investigation  of  Persona  inconclusive 

A  Medical  Devices  Agency  inves-      tal,  John  Newton,  says:  "I  accept      Anne  Weyman  says:  "Persona 


ligation  into  the  reliability  of  Uni- 
path's  Persona,  in  response  to 
complaints  from  users,  CPs  and 
trading  standards  officers  has 
proven  inconclusive. 

In  a  letter  circulated  to  CPs,  the 
MDA  says  it  is  unable  to  substan- 
tiate or  refute  claims  that  Persona 
is  94  per  cent  reliable.  It  advises 
CPs  that  Persona  may  not  be  suit- 
able for  couples  who  would  find 
an  unplanned  pregnancy  com- 
pletely unacceptable. 

In  contrast  to  this  ambiguous 
conclusion,  one  independent 
adviser  who  conducted  a  full 
evaluation  of  Persona's  clinical 
trial  data  for  the  MDA  is  highly 
complimentary  of  the  way  the 
trial  was  co-ordinated. 

Professor  of  gynaecology  at 
the  Birmingham  Women's  Hospi- 


without  reservation  the  results 
listed  in  the  documents  I  have 
reviewed,  and  believe  this 
method  is  a  useful  adjunc  t  to  our 
armamentarium  of  contraceptive 
methodology." 

Dr  Kerris  Bright,  Unipath's  UK 
general  manager,  says:  "We  have 
always  been  upfront  about  our 
product's  reliability.  We  have 
sold  more  than  100,000  units  and 
tens  of  thousands  of  women  find 
Persona  a  good  choice." 

Users'  expectations  may  be 
higher  for  Persona  than  for  other 
tonus  of  contraception  because 
of  its  technological  basis, 
believes  the  MDA.  The  Family 
Planning  Association  views  Per- 
sona as  a  breakthrough  in  the  use 
of  contraceptive  technology. 

The    FPAs    chief  executive 


will  be  suitable  for  a  certain  sec- 
tion of  the  sexually  active  popu- 
lation, ie  women  in  stable  rela- 
tionships who  are  considering  a 
family  at  some  point  and  who 
won't  be  devastated  if  they  dis- 
cover they  are  pregnant." 

A  Royal  Pharmaceutical  Soci- 
ety spokesman  says:  "For  many 
women,  reliability  is  a  key  factor. 
It  may  be  valuable  to  point  out 
that  a  94  per  cent  reliability  rate 
for  a  contraceptive  method 
translates  into  a  failure  rate  of 
one  in  1 7. 

•  Plymouth-based  solicitors 
Wolferstans  is  compiling  a  data- 
base of  women  who  have 
become  pregnant  while  using 
Persona,  in  order  to  contest  Uni- 
path's claims  that  it  is  94  per  cent 
reliable  and  as  safe  as  a  condom. 


Hepatitis  vaccination  via  needle  exchange  in  Berkshire 


Berkshire  needle  exchange  co- 
ordinator, Marion  Walker,  has 
negotiated  an  agreement  to  pro- 
vide drug  misusers  with  free 
hepatitis  B  vaccinations. 

She  obtained  the  co-operation 
of  genito-urinary  medicine  clin- 
ics in  Slough  and  Reading  for  the 


free  service  last  month. 

Five  pharmacies  belong  to  the 
pharmacy  needle  exchange 
scheme  in  the  Newbury  district. 
From  April  1996  to  April  1997, 
they  distributed  40,000  needles, 
of  which  two-thirds  were 
returned.  The  normal  return  rate 


is  40  to  50  per  cent. 

"Our  success  is  due  to  the 
pharmacists  in  the  scheme  and 
then  hard  work.  Pharmacy  nee- 
dle exchange  has  proved  itself  t  o 
be  one  of  the  most  successful 
disease  prevention  schemes," 
says  Ms  Walker. 
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Young,  female  employees  most  stressed 


Young,  female  employee  phar- 
macists may  be  the  most 
stressed  group  in  the  profession, 
according  to  a  report  from  the 
Royal  Pharmaceutical  Society's 
'Listening  Friends'  scheme. 

Since  its  inception  in  January 
1996,  the  scheme,  which  helps 
pharmacists  suffering  from 
stress  or  anxiety,  has  dealt  with 
about  250  callers,  most  of  whom 
were  community  pharmacists. 
Just  5  per  cent  of  calls  were  from 
propriel  ( >r  pharmacists. 


Society  seconds  Boots' 
Shepherd  for  IT  unit 

The  Royal  Pharmaceutical  Soci- 
ety has  seconded  Ian  Shepherd 
from  Boots  to  head  the  Society's 
information  technology  policy 
development  unit. 

Mr  Shepherd,  who  had  respon- 
sibilities for  IT  at  Boots  and 
chairs  the  Pharmacy  Computer 
Suppliers  Association,  joined  the 
Society  last  Monday  for  a  long 
term  secondment  of  up  to  three 
years. 

The  unit,  which  has  been  set  up 
as  part  of  the  New  Age  initiative, 
will  work  closely  with  the  prac- 
tice division. 

Split  retail-hospital  job 

J  Sainsbury  and  an  Oxfordshire 
hospital  are  looking  for  two  phar- 
macists interested  in  a  joint  hos- 
pital-community pharmacy  post. 

In  what  is  described  as  a  "pio- 
neering opportunity",  the  pharma- 
cists will  divide  their  time  equally 
between  Sainsbury  s  pharmacy  in 
Banbury  and  Horton  General  Hos- 
pital. They  will  have  a  chance  to 
work  towards  a  clinical  diploma 
and  take  part  in  seamless  care  pro- 
jects, while  gaining  experience  of 
dispensary  management,  patient 
care  and  health  promotion. 

The  salary  will  be  £24,000. 


Near  ly  all  the  calls  came  from 
employee  pharmacists,  split 
evenly  between  the  independent 
aird  multiple  sectors.  Female 
callers  outnumbered  male  coun- 
terparts by  two  to  one,  and  most 
callers  were  from  the  younger 
end  of  the  register'. 

Most  calls  related  to  stress  at 
work  bul  inquiries  relating  to 
business,  employment,  legal, 
family  and  domestic  matters 
were  also  received.  Surprisingly 
few     pharmacists  mentioned 


Several  health  authorities  are 
reviewing  their  pharmacy  rota 
arrangements,  now  that  super- 
market pharmacies  are  open  for 
long  hours. 

North  and  East  Devon  HA  is  to 
consider  changes  this  week,  after 
consulting  contractors  on  propos- 
als. Some  pharmacies  have  al- 
ready agreed  to  opt  out  of  t  he  rota, 
after  an  audit  showed  they  were 
being  paid  to  stay  open  when  a 
neighbouring  pharmacy  was  oper- 
ating long  hours.  Some  might  be 
offered  more  to  open  at  times 
when  there  is  no  other  service. 

Andrew  Harris,  locality  support 
officer,  told  C&D:  "We've  been  try- 
ing to  tidy  up  the  system.  The 


financial  problems  as  a  cause  of 
stress. 

Pharmacists  working  at  in- 
store  pharmacies  described  feel- 
ing undervalued  and  under  pres- 
sure due  to  long  hours.  Some 
complained  they  felt  their  pro- 
fessional standing  was  not  recog- 
nised by  employers,  other  staff 
and  customers. 

'Listening  Friends'  is  to  have 
regular  weekend  meetings  twice 
a  year  for  training  and  discussion 
on  issires  relating  to  the  scheme. 


rotas  were  put  in  place  many 
years  ago  and  the  pattern  of  provi- 
sion has  changed,  with  super- 
stores opening  in  the  evenings  and 
on  Sundays.  We're  also  trying  to 
work  within  our  budgets  to 
enhance  payments  when  a  service 
is  essential;  that  is,  we  might  pay 
more  for  Sundays  and  Bank  Holi- 
days in  areas  where  this  is  neces- 
sary. We're  not  cost-cutting,  but 
are  trying  to  rationalise  and  make 
better  use  of  available  resources." 

North  Cumbria  HA  has  stopped 
weekday  and  Sunday  rotas  in 
Carlisle,  Whitehaven  and  Penrith 
because  superstore  pharmacies 
are  open  late  and  on  Sundays. 
Graham  Bell,  operational  man- 


The  distribution  of  a  card  to 
RPSGB  members  bearing  the 
numbers  of  the  scheme  and 
other  services  provided  by 
RPSGB  is  being  planned. 

•  The  'Listening  Friends' 
scheme  (tel:  0171  820  3387)  offers 
stressed  or  anxious  pharmacists 
free  confidential  support  from 
another  pharmacist.  The  'Phar- 
macy Health  Support  Scheme' 
(tel:  01628  770243  or  01323 
442564)  helps  those  with  alcohol 
or  drug-related  problems. 

Fraud  supremo  sought 

The  NHS  Executive  is  advertising 
for'  a  fraud  supremo  to  lead  the 
initiative  against  fraud  in  the  fam- 
ily health  services  (C&D,  last 
week,  p5). 

The  main  purpose  of  the  job  is 
to  advise  ministers  on  strategy 
and  resources,  to  work  closely 
with  relevant  bodies  to  develop 
strategy  and  to  promote  the  strat- 
egy to  the  NHS  and  the  public.  A 
salary  of  £47,470-577,680  is  avail- 
able to  candidates  with  "consider- 
able experience  of  probity/corpo- 
rate provenance  issues". 

•  GP  magazine  last  week  earned 
doctors'  reactions  to  the  propos- 
als, one  of  which  is  for  HA  panels 
to  be  able  to  strike  GPs  from  local 
lists  for  "inexplicable"  prescrib- 
ing patterns.  Chairman  of  the 
GMSC  prescribing  subcommittee 
George  Rae  said:  "This  flies  in  the 
face  of  natural  justice.  It  is  a  very 
grey  area  and  would  be  open  to 
individual  interpretation. " 

GP  also  referred  to  proposals 
to  approve  only  those  dispensing 
practices  which  can  demonstrate 
pr  obity  Former  chairman  of  the 
Dispensing  Doctors'  Association, 
David  Roberts,  claimed  that  at 
least  99  per  cent  of  dispensing 
practices  ran  efficiently  already. 


ager,  said  the  decision  was  taken 
in  full  consultation  with  the  local 
pharmaceutical  committee  and 
there  was  no  opposition  from 
pharmacists. 

Worcestershire  HA  has  been 
reviewing  how  rotas  fit  in  with 
supermarket  openings  and  will, 
this  week,  discuss  with  the  LPC 
the  best  use  of  resources.  One 
pharmacist  has  pulled  out  as  the 
number  of  patients  does  not  jus- 
tify the  cost  of  opening. 

The  PSNC's  Stephen  Axon  said 
that  HAs  were  taking  risks  in 
withdrawing  rotas  because  if  a 
pharmacy  which  opened  for  long 
hours  decided  to  stop,  there 
would  be  no  service. 


A  special  interest  in  drug  misuse? 


A  special  interest  group  for  phar- 
macists with  a  professional  inter- 
est in  drug  misuse,  or  who  work 
in  this  field,  is  being  proposed. 

At  present,  the  three  pharma- 
cists involved  in  co-ordinating 
the  establishment  of  the  group 
are:  Kay  Roberts,  area  pharmacy 
specialist  -  drug  abuse,  Glasgow; 
Janie  Sheridan,  senior  research 
pharmacist,  the  National  Addic- 
tion Centre,  London;  and  Simon 
Wills,  head  of  drug  information, 
St  Mary's  Hospital,  Portsmouth. 

It  is  envisaged  that  the  group, 
which  has  yet  to  be  formally 


named,  would  include  pharma- 
cists from  all  branches  of  the 
profession.  Pharmacists  inter- 
ested in  joining  should  contact 
the  co-ordinators  at  the  address 
below.  All  respondents  will  be 
serrt  a  brief  questionnaire  to 
determine  the  potential  mem- 
bers' requirements  from  the 
group. 

The  broad  aims  of  the  group 
are  to  encourage  networking 
between  pharmacists.  More  spe- 
cific plans  include  publishing  a 
regular  newsletter  and  compiling 
a  directory  of  members,  liaising 


with  other  interested  groups, 
thus  enabling  the  profession  to 
offer'  a  more  co-ordinated 
approach  to  drug  misuse  issires. 
Other  possible  roles  for  the 
group  include  the  establishment 
of  national  guidelines,  advice 
and  assistance  for  members' 
research,  and  organisation  of  a 
UK  conference. 

To  register  your  interest, 
please  send  your  name  and  con- 
tact address  to:  Janie  Sheridan, 
National  Addiction  Centre, 
Freepost  LON  1225,  London  SE5 
8BR. 


Vitamin  B6  regulations  open  for  consultation 


Regulations  banning  the  OTC 
sale  of  vitamin  B6  supplements 
will  be  open  for  consultation  in 
ear  ly  February  and  they  will  have 
to  go  to  the  European  Commis- 
sion for  approval,  the  food  minis- 
ter Jeff  Rooker  has  told  MPs. 

He  said  the  earliest  the  regula- 
tions could  be  laid  in  the  Com- 
mons would  be  May.  "The  timing 
of  the  laying  of  the  regulations 
before  Par  liament  will  depend  on 
the  outcome  of  the  consultation 


exercise  and  the  Commission's 
reactions  to  the  proposals,"  he 
told  Harry  Barnes,  the  Labour 
MP  for  North  East  Derbyshire. 

Mr  Rooker  refused  to  order  a 
new  expert  vitamin  safety  group 
to  carry  out  a  review  of  his  deci- 
sion to  ban  the  sale  of  the 
supplements. 

This  action  had  been  r  equested 
by  Paul  Tyler,  the  Liberal  Democ- 
rat spokesman  on  agriculture, 
fisheries  and  food. 


HA  reviews  of  rotas  coming  to  a  head 


n 
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INDUSTRY  VIEWPOINT 


Who  is  speaking  up 
for  retail  pharmacy? 

I  happened  to  be  listening  to  the 
'Today'  programme  on  BBC 
Radio  4,  when  Frank  I  )obson  was 
being  interviewed  about  prescrip- 
tion fraud.  Apart  from  evading 
the  interviewer's  questions,  Mr 
Dobson  made  it  clear  that  the 
Government  has  two  targets  - 
organised  fraud  and  individual 
pat  ient  or  pract  itioner  fraud. 

Two  things  became  very  evi- 
dent. Firstly,  the  Government 
does  intend  to  crack  down,  and 
secondly,  pharmacists  do  not 
have  an  appropriate  'voice'  with 
government.  While  everyone 
would  applaud  the  policing  of 
organised  fraud,  the  Govern- 
ment's view  on  how  individual 
fraud  should  be  controlled 
requires  pharmacists  to  take  a 
strong  stance.  Pharmacists  are 
not  fraud  investigators,  police- 
men or  tax  collectors. 

The  problem  for  the  individual 
pharmacist  is  that  retail  phar- 
macy does  not  speak  with  a  single 
voice.  The  suspicions  between 
independents  and  group  con- 
trolled pharmacists  are  such  t  hat 
the  Government  has  an  easy  task 
to  divide  and  conquer.  Pharma- 
cists  then  exacerbate  the  prob- 
lem by  allowing  a  myriad  of  bod- 
ies to  talk  on  their  behalf. 


The  problem  is 
that  retail 
pharmacy  does 
not  speak  with  a 
single  voice 


Who  does  represent  the  phar- 
macist? Is  it  the  Society?  Is  it  the 
NPA?  Is  it  the  PSNC?  Without  sin- 
gle, strong,  representative  and 
mandated  representation,  the 
future  for  pharmacy  public  rela- 
tions is  bleak. 

Pharmacy  has  too  many  politi- 
cal voices.  They  confuse  the 
issues  and  are  unable  to  present 
pharmacy  as  a  unified  profession 
that  should  be  treated  as  a  valu- 
able asset  to  the  country's  health- 
care infrastructure. 

Industry  is  concerned  that 
retail  pharmacy  will  never 
achieve  recognition  until  the 
petty  squabbling  caused  by  com- 
mercial pressures  are  put  to  one 
side.  The  need  is  for  all  pharma- 
cists to  be  professionally  repre- 
sented by  a  single  voice.  Pharma- 
cists should  be  ensuring  that  their 
representatives  deliver. 
Contributed  by  a  senior  indus- 
try manager. 


The  price  of 
fighting  script 
fraud 


It  seems  the  Department  of 
Health  intends  using  a  carrot 
and  stick  approach  to  tackle 
the  fraud  which  substantially 
reduces  the  take  from 
prescription  tax  (C&D  January 
10,  p5). 

Since  the  policies  of  'Old 
Labour'  have  now  been 
superseded  by  the  vision  of 
'New',  it  is  inevitable  that  an 
extension  of  the  principle  of 
charging  patients  for  NHS 
services  must  also  involve  a 
tightening  of  the  control  over 
the  collection  of  existing 
prescription  charges.  Since 
the  political  decision  has 
already  been  made,  I  must 
agree  reluctantly  that  now  is 
the  time  to  talk  about 
implementation. 

Enough  of  my  time  is 
already  spent  explaining  the 
present  form  to  patients,  and 
that  would  have  to  increase  if 
the  categories  for  exemption 
are  reduced.  The  largest 
barrier  to  understanding 
comes  when  I  point  out  their 
legal  responsibility  and  my 
inability  to  authorise  the 
completion  of  any  exemption 
category. 

However,  if  it  is  a  requirement 
of  signature  that  documentary 
proof  is  produced,  then  not  only 
will  that  be  obligatory  for  my 
time,  but  it  will  also  require  my 
validation.  That  does  not  just 
move  the  goal  posts,  it  creates 
an  altogether  different  ball 
game! 

For  too  long  pharmacy  has 
been  the  pauper  among  NHS 
contractors,  with  no  power  to 
influence  insulting  pay 


Weal 

Reflections 


impositions,  but  this  time  the 
DoH  needs  our  co-operation, 
and  that  co-operation  must  be 
properly  remunerated. 

This  time,  when  carrots  are 
discussed,  they  must  be  of  the 
large  succulent  variety, 
perfectly  presented,  and  not 
the  shrivelled  up  remains  from 
last  night's  medical  banquet. 
Anything  less  would  be  an 
insult,  but  this  time  anything 
less  could  be  rejected. 

A  glimpse 
across  the 
generation  gap 

The  even  tenor  of  my  middle- 
aged  existence  has  recently 
been  disturbed,  nay  exploded, 
by  a  visitation  from  a  teenage 
nephew.  We  love  the  boy,  but  I 
am  too  old  for  many  of  his 
enthusiasms  and  his  taste  in 
magazines  -  they  make  my 
hair  curl!  However,  just  before 
he  returned  home,  he 
momentarily  joined  the  age  of 
maturity  and  showed  me  an 
advertisement  for  Pro-plus  in 
For  Him  magazine. 

Pro-plus  is  a  steady  seller 
which,  despite  its  GSL  status,  I 
always  keep  behind  the 
medicine  counter.  It  is 
invariably  requested  by  young 
customers  and  after  the 
advertisement  I  have  now 
seen  in  FHM,  I  am  resolved  to 
keep  it  there! 

A  full  page  spread  promised 
a  young  male  driver,  who  had 
pulled  over  to  take  a  rest  (very 
commendable)  that  if  instead 
he  had  taken  Pro-plus  and 
continued  his  drive,  then  just 
around  the  corner  he  would 
have  discovered  paradise  in 
the  shape  of  three  shapely 
hitch  hikers. 

I  know  that  caffeine  is  used 
in  tea  and  coffee  by  all  ages, 
and  Pro-plus  is  just  a  much 
more  convenient  form  of  the 


nation's  number  one 
addiction,  but  both  my 
nephew  and  I  felt  it 
irresponsible  of  Roche  to 
suggest  that  the  stimulant 
affect  of  caffeine  can  be  safely 
used  to  overcome  the 
dangerous  tiredness  that  can 
afflict  us  all  when  driving. 

By  all  means  stay  awake  to 
enjoy  the  party,  but  a  car  can 
be  a  lethal  weapon  and 
driving  is  a  serious  business. 
This  is  the  wrong  message  to 
convey  to  any  age  group,  but 
is  a  particularly  dangerous 
association  for  the  young. 

Still  awaiting 
the  first 
TOM'  to  ?' 
antibiotic 

The  latest  proposals  from  the 
Medicines  Control  Agency 
continue  an  encouraging 
trend  of  'POM'  to  'P'  switches. 
The  switch  for  the  anti- 
nauseant  domperidone  was  as 
unexpected  as  it  is  welcome. 
This  fills  more  of  those  gaps 
where  requests  for  help  can 
only  presently  be  met  by  less 
than  satisfactory  products. 

The  restriction  of 
phenolphthalein  is  also 
welcome,  though  for  a 
different  reason  from  the 
abuse  which  has  always  led 
me  to  discourage  its  use. 
However,  this  still  remains  a 
problem  with  other  stimulant 
laxatives  and  the  MCA  should 
now  restrict  their  sale  to 
pharmacies  so  that 
professional  control  can  be 
properly  exercised. 

All  in  all,  a  constructive  set 
of  proposals,  but  what  about 
antibiotics  both  for  the  eye 
and  systemically?  Now  that 
would  be  progress. 
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Wrong  dose 


The  article  on  meningitis  in 
'Pharmacy  Update'  January  10 
carries  a  misprint.  The  adult  dose 
of  benzylpenicillin  (Practice 
Points  box  at  the  bottom  of  pii) 
should  be  1,200mg  not  200mg. 

Prepulsid  Quicklet 

Prepulsid  Quicklet  is  a  new 
tablet  formulation  of  cisapride 
which  dissolves  rapidly  in  the 
mouth.  The  new  tablets,  which 
will  exist  alongside  the  standard 
tablets  come  in  20mg  strength  (56, 
NHS  price  £35.09). 
Janssen-Cilag.  Tel:  01494  567567. 


Seton  has  taken  over  the 
marketing  and  distribution  of 
Epaderm  from  Bioglan  Pharma. 
All  orders  and  enquiries  should 
now  be  addressed  to  Seton. 
Seton  Healthcare  Group.  Tel:  0161 
654  3000. 


CP  has  launched  its  own  brand  of 
diclofenac  tablets,  Diclovol,  in 
three  strengths:  25mg  (84,  £7.83); 
50mg  (84,  £15.28);  75mg  SR  (28, 
£8.63;  56,  £17.30);  and  100mg 
Retard  (28,  £12.67). 
CP  Pharmaceuticals.  Tel:  01978 
661261. 

Dovoiex  application 

Dovonex  Cream  and  Ointment  are 

now  both  licensed  for  once  or 

twice  daily  application.  The 

maximum  weekly  adult  dose 

should  not  exceed  100g. 

Leo  Pharmaceuticals.  Tel:  01844 

347333. 


ir 

Generic  aciclovir  cream  5  per 
cent  is  now  available  from  Cox 
(10g,  basic  NHS  price  £15.94). 

Cox  Pharmaceuticals.  Tel:  01271 
311200 

Generics  flutamide 

Generics  UK  has  introduced 
flutamide  tablets  250mg  (84,  basic 
NHS  price  £96.12). 
Generics  UK.  Tel:  01707  853000. 

Vigam  Liquid  is  a  new  ready-to- 
use  IV  human  normal  immuno- 
globulin. The  liquid  carries  a 
basic  NHS  price  of  £99.75  (5g)  and 
will  exist  alongside  Vigam-S. 
■ ...   :  .        '   Wt  itory.  Tel:  0181 
9051818. 


Zanidip  for  hypertension 


Zanidip  (lercanidipine)  is  a  new 
calcium  antagonist  for  mild  to 
moderate  essential  hypertension. 

Lercanidipine  is  as  effective  as 
other  major  antihypertensives 
and  provides  24-hour  blood  pres- 
sure control  from  a  lOmg  once- 
daily  tablet.  The  dose,  which 
should  be  taken  at  least  15  min- 
utes before  food,  can  be 
increased  to  20mg  depending  on 
patient  response. 

Dose  titration  should  be  grad- 
ual because  it  may  take  about 
two  weeks  before  the  maximal 
hypertensive  effect  is  apparent. 

The  drug  has  a  short  pharmaco- 
kinetic half-life  of  2-5  hours  and  a 
long  duration  of  action  because 
of  high  binding  to  lipid  mem- 
branes.   No    accumulation  is 


apparent  upon  repeated  adminis- 
tration. These  features  are 
thought  to  be  responsible  for  ler- 
canidipine's  good  tolerability:  a 
lOmg  once  daily  dose  has  demon- 
strated a  similar  incidence  of 
adverse  effects  to  that  of  placebo. 

As  a  first  line  calcium  antago- 
nist, lercanidipine  can  be  used  in 
a  wide  range  of  patients  includ- 
ing those  where  other  antihyper- 
tensives are  contra-indicated  or 
intolerable.  The  drug  has  also 
been  shown  to  be  particularly 
useful  in  older  patients  with  iso- 
lated systolic  hypertension. 

Zanidip  lOmg  comes  in  packs 
of  28  tablets  with  a  basic  NHS 
price  of  £10.20. 
Napp  Laboratories  Ltd. 
Tel:  01223  424444. 


Innovace  Melt  for  better  compliance 


Merck  Sharp  &  Dohme  has  intro- 
duced Innovace  in  a  new  'melt  in 
the  mouth'  formulation  in  a  bid  to 
improve  compliance. 

Innovace  Melt  consists  of  a 
hexagonal,  peppermint-flavoured 
wafer  which  dissolves  rapidly  on 
the  tongue  without  the  need  for 
water.  The  wafers  have  the  same 
bioavailability  and  pharmacoki- 
netics as  the  standard  tablets, 
which  continue  to  be  available. 

People  on  the 
move  and  those 
who  have  difficulty 
swallowing  tablets, 
for  example  the 
elderly  and  patients 
with  diy  mouth,  are 
expected  to  partic- 
ularly benefit  from 
the  new  formula- 
tion. Two-thirds  of 
hypertensives  in- 
volved in  a  two- 
centre  study  said 
they  preferred  the 
Melt  formulation 
to  the  conventional 
tablets. 


A  new  booklet  on  compliance 
entitled  'How  to  help  patients 
keep  taking  their  medicine'  is 
available  to  pharmacists  on 
request. 

Innovace  Melt  comes  in  four 
strengths:  2.5mg  (30  wafers, 
basic  NHS  price  £5.60);  5mg  (30, 
£7.80);  lOmg  (30,  SI  1.03);  and 
20mg  (30, 513.10). 
Merck  Sharp  &  Dohme  Ltd. 
Tel:  01992  467212. 


ABBREVIATED  PRODUCT  INFORMATION. 

Tixylix  Catarrh' 

For  the  relief  of  chesty  coughs,  catarrh  and 
nasal  congestion.  Dosage:  Children  1-5  years 
5  ml,  children  6-12  years  10  ml.  Administer 
four  times  a  day.  Not  for  children  under  1  year 
of  age.  CI:  Hypersensitivity,  acute  porphyria. 
Precautions:  Caution  in  those  having 
conditions  aggravated  by  anticholinergic 
therapy,  severe  liver  disease,  severe  kidney 
disease,  severe  lung  or  heart  disease,  asthma, 
thyroid  disease  or  depression.  Use  with  caution 
in  those  with  hepatic  failure.  SE:  Sedation  is 
the  most  common  effect.  Occasionally,  allergy, 
anaphylaxis  and  anticholinergic  effects,  tremors, 
paradoxical  excitability,  rash.  Interactions: 
Tricyclic  antidepressants,  hypnotics,  anxiolytics 
or  antihistamines.  LB.  Pt  0427/0049. 
PL  Holder:  Rosemont  Pharmaceuticals, 
Braithwaite  Street,  Leeds. 

Tixylix  Night-Time  /Tixylix  Night-Time  SI 

For  the  symptomatic  relief  of  cough  and  colds 
in  children;  especially  useful  for  irritating  night 
cough.  Dosage:  Administer  two  or  three  times 
a  day.  Children  1-2  years  2.5  ml,  children  3-5 
years  5  ml,  children  6-10  years  5  to  10  ml. 
CI:  Hypersensitivity.  Precautions:  Caution  in 
asthma,  cardiovascular  disease  and  epilepsy. 
If  symptoms  persist  for  more  than  7  days 
consult  a  doctor.  SE:  Drowsiness  can  occur 
but  this  is  not  considered  an  undesirable  effect. 
Other  effects  could  include  dry  mouth,  headache, 
fatigue,  dizziness,  palpitations,  stomach  upset 
and  rash.  Interactions:  Alcohol,  tricyclic 
antidepressants,  hypnotics,  anxiolytics, 
antihistamines  or  opioid  analgesics.  [0 
PL  0030/0080  &  PL  0030/0081* 

Tixylix  Inhalant' 

For  the  relief  of  head  colds,  catarrh,  flu  and 
hayfever.  Administration:  Babies  3  to  12 
months:  sprinkle  contents  onto  a  handkerchief. 
Place  out  of  reach  of  the  baby.  Children  1  year 
and  over:  sprinkle  onto  bed-linen,  pillow  or 
night-wear  at  night.  Tip  the  contents  of  one 
capsule  into  a  pint  of  hot  water  and  inhale  the 
vapours.  Always  use  under  parental  supervision. 
CI:  Hypersensitivity.  Precautions:  For  external 
use  only,  avoid  direct  contact  with  the  skin, 
eyes  or  nostrils.  GSL.  PL 0030/0083* 

Tixylix  Daytime' 

A  cough  suppressant.  Dosage:  Administer 
six  hourly  as  required.  Children  1-2  years 
2.5  ml,  children  3-5  years  5  ml,  children  6-10 
years  5  to  10  ml.  CI:  When  cough  suppression 
is  inadvisable.  SE:  Nausea  and  drowsiness. 
LP  |.  PL  0030/0090  * 
Tixylix  Chesty  Cough' 

Relief  of  chesty  coughs,  hoarseness,  and  sore 
throats.  Helps  loosen  mucus  to  make  breathing 
easier.  Dosage:  Administer  4  hourly.  Children 
1-2  years  2.5  ml,  children  3-5  years  5  ml, 
children  6-10  years  5  to  10  ml.  Precautions: 
Should  not  be  taken  with  a  cough  suppressant. 
GSL.  PL 0030/0082* 

Tixylix  Cough  and  Cold' 

Cough  suppressant  and  decongestant.  Dosage: 
Administer  six  hourly  as  required.  Do  not 
exceed  three  doses  in  24  hours.  Children  1-2 
years  2.5  ml,  children  3-5  years  5  ml,  children 
6-10  years  5  to  10  ml.  CI:  Hypersensitivity, 
tachycardia  and  severe  cardiac  disorders. 
Those  taking  monoamine  oxidase  inhibitors  or 
have  taken  monoamine  oxidase  inhibitors  in  the 
last  two  weeks.  Not  recommended  during  an 
acute  asthmatic  attack.  Precautions:  Caution 
with  epilepsy,  severe  diabetes  mellitus, 
hyperthyroidism  and  hepatic  insufficiency. 
SE:  Drowsiness  can  occur  but  this  is  not 
considered  an  undesirable  effect.  Other  effects 
could  include  dry  mouth,  headache,  fatigue, 
anxiety,  restlessness,  dizziness,  stomach  upset, 
palpitations,  tachycardia  and  rash. 
Interactions:  Monoamine  oxidase  inhibitors, 
tricyclic  antidepressants,  hypnotics, 
anxiolytics,  antihistamines,  decongestants, 
or  opioid  analgesics.  [0.  PL 0030/0089* 

Retail  prices  -  1  £2.55  2.  £1.75. 

PL  Holder  -  *  N0VARTIS  Consumer 
Healthcare,  Wimblehurst  Road,  Horsham, 
West  Sussex  RH12  4AB. 


)  NOVARTIS 
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On't  treat  therm 

1/K-e  adults 


>eat  them  vjthTMli* 

When  it  comes  to  children's  coughs  and  colds  they  £1  MILLION  NATIONAL  TV  SPEND.  With  Tixylix 

leed  medicine  that  fits.  Tixylix  is  exclusively  for  kids  back  on  national  television  this  year,  demand  will  be 

>f  all  shapes  and  sizes  with  different  coughs  and  colds.  growing  up  even  more.  No  wonder  it's  the  No.1  choice. 


Tixylix 

Tixylix 

Tixylix 

Tixylix 

Tixylix 

Tixylix 

Tixylix 

Cough  &  Cold 

Night-time 

Daytime 

Catarrh  Syrup' 

Guaiphenesin 

Pholcodine 
Pseudoephedrine 
Chlorpheniramine 

Pholcodine 
Promethazine 

Pholcodine 
Promethazine 

j  Pholcodine 

Diphenhydramine 
Menthol 

Menthol  Eucalyptus 
i  amphot    turpentine  oil 

For  further  information  on  winter  bonuses  please  contact  Sales  Support  on  01403  323  955 
Novartis  Consumer  Health,  Wimblehurst  Road,  Horsham,  West  Sussex  P.H12  4AB  Tel  01403  210211 


{'  NOVARTIS 


UNTERpoints 


Advance  in  analgesics 


Nurofen  Advance  is  the 
latest  addition  to  the 
Nurofen  range,  with  a 
promise  of  'faster-action'. 

Nurofen  Advance 
contains  ibuprofen  lysine 
-  a  soluble  ibuprofen  salt 
which  is  rapidly 
absorbed.  With  time  to 
peak  plasma  levels 
almost  three  tunes  faster 
than  ibuprofen,  Nurofen 
Advance  offers  more 
rapid  onset  of  analgesia 
than  aspirin,  paracetamol 
and  original  Nurofen. 

Lysine  is  a  naturally- 
occurring  amino  acid 
found  in  lean  meats, 
fish,  potatoes  and  milk, 
so  Nurofen  Advance  has 
the  same  safety  and 
tolerability  as  Nurofen. 

The  tablets  are 
indicated  for  the  relief  of 
headaches,  dental  pain, 
period  pain,  migraine, 
backache,  rheumatic 
pain,  muscular  pain,  cold 


and  flu  symptoms  and 
neuralgia. 

Nurofen  Advance  is 
available  in  packs  of  ten, 
20  or  40  tablets,  retailing 
at  £1.65,  £2.89  and  £5.45 
respectively. 

It  will  be  supported 
with  heavyweight 
marketing,  and  a 
comprehensive 
pharmacy  package  has 
been  developed  which 
includes  a  clinical  guide 
for  pharmacists  and  a 
pharmacy  assistants' 


Miners  nail  polish  shows  its  UV  light 


Miners  International  is 
launching  a  fun  new  nail 
polish  which  changes 


colour  in  UV  light. 

Called  Pow  Polish,  it 
looks  like  a  clear  nail 
polish  in  the  bottle  but 
changes  colour  in  direct 
sunlight  or  when 
exposed  to  UV  light  in  a 
night  club. 

The  range  includes 
eight  different  shades 
with  names  like  Kapow! 
(magenta),  Zap!  (fuschia 
pink),  Boom!  (bright 
yellow),  Wow!  (purple) 
and  Aargh!  (light  brown). 

The  polish  can  be 
removed  by  simply 
peeling  it  off. 

Retail  price  is  £2.49. 
Paul  Murray  pic. 
Tel:  01703  268444. 


Lanes'  Herbal  remedies  on  trial 


Lanes  has  introduced  a 
new  herbal  remedies  trial 
pack  especially  for 
pharmacies. 

An  on-shelf  tray 
contains  three  of  the 
most  popular  products  in 
the  range  -  Charcoal, 
Dual-Lax  and  Sinotar. 

The  combination  is 
designed  for  pharmacies 
who  are  moving  into  this 
sector  for  the  first  time. 

The  company  is 


supporting  its  herbal 
remedies  range  with  a 
£400,000  national 
newspaper  campaign 
running  until  July. 

In-store  display 
material  includes  colour 
coded  shelf  strips  to 
mat  ch  the  on-shelf  tray. 

Poster  s  and  consumer 
leaflets  are  also  available 
for  pharmacists. 
GR  Lane  Health  Products. 
Tel:  01452  507458. 


training  guide. 
•  The  Nurofen  Advisory 
Service  has  updated  its 
24-hour  automated 
helpline  'Worried  About 
Painkillers'  (0171  617 
0817)  in  response  to  the 
recent  DoH  decision  to 
restrict  the  sale  of 
paracetamol  and  aspirin. 
The  message  is  designed 
to  allay  consumer 
anxiety  painkiller  safety. 
Crookes  Healthcare  Ltd. 
Tel:  0115  9539922 


Revlon  colours 
are  here  to  stay 

Revlon  is  adding  three 
new  cosmetics  to  its 
Colorstay  range. 

New  for  eyes  is 
Colorstay  Liquid  Liner  (rsp 
£6.95)  which  is  formulated 
to  be  water-resistant  and 
transfer-  proof.  Gentle 
enough  for  the  eye  area,  it 
can  be  used  to  apply  thin 
or  bold  lines.  The  product 
is  available  in  black, 
black/brown,  brown  and 
charcoal. 

New  Colorstay 
Waterproof  Lashcolour 
(rsp  £7.95)  also  has  a 
waterproof  formulation 
to  prevent  smudging. 
Its  water-in-oil  emulsion 
contains  a  gel  phase 
which  helps  to  lengthen 
and  thicken  lashes.  The 
Lashcolour  comes  in  three 
shades. 

Colorstay  Cheek  Colour 
(rsp  £8.95)  is  silicone- 
based  to  provide  transfer 
resistance  and  helps  to 
minimise  the  appearance 
of  lines  and  wrinkles. 
Vitamin  E  gives  anti- 
oxidant protection. 
Revlon  International 
Corporation. 
Tel:  0171  629  7400. 


Herbal  extracts  without  the  alcohol 


Zest  Healthcare  has 
launched  a  range  of 
alcohol-free  herbal 
extracts. 

The  products  are  more 
concentrated  than 
tinctures  and  contain  all 
the  known  active 
compounds  of  the  herbs. 

Extracts  are  produced 
by  soaking  herbs  in  a 
mixture  of  alcohol  and 
water.  The  alcohol  is 
distilled  off  and  replaced 
with  glycerine. 

Suitable  for  adults  and 
children,  the  range 
comprises  16  different 
products  (rsp  £6.95). 

It  includes  Herbal 
Biotic,  a  combination  of 
echinacea,  red  clover  and 
other  expectorants, 


which  Zest  recommends 
for  children  suffering 
from  repeated  ear  and 
chest  infections. 
Zest  Healthcare  Ltd. 
Tel:  0181  579  8066. 


tchinacea  purpuO 

%ccfilewltli  VilamlnC  : 

4*  fv  M 

one  ttuld  ounce*./ 


Colgate  cleans  up  oral  irritation 


Colgate  Oral 
Pharmaceuticals  is 
launching  a  new 
antiseptic  oral  cleanser. 

Colgate  Peroxyl  is  a 
first  aid  treatment  for 
common  oral  irritations 
Its  active  ingredient  is 
hydrogen  peroxide  1.5 
per  cent. 

The  product  can  treat 
mouth  ulcers, 
burns,  cheek  or 
tongue  bites, 
sores  and 
abrasions 
caused  by 
wearing 
dentures  or 
orthodontic 
appliances.  It 
can  also  reduce 
dental  staining. 

The  prediluted 
liquid  releases 
oxygen  when  it 
comes  into 
contact  with 
oral  tissue.  The 
resulting 


bubbling  action  soothes 
and  heals  the  affected 
area  by  cleansing  and 
flushing  out  oral  debris. 

Samples  of  the  product 
will  be  distributed  via 
dentists.  Retail  price  is 
£3.49  for  a  250ml  bottle. 
Colgate  Oral 
Pharmaceuticals. 
Tel:  01483  464464. 


Two  new  sun  blocks  for  the  kids 


Vichy  Laboratoires  will 
be  launching  t  wo  new 
sun  care  products  in  its 
Capital  Soleil  range  in 
March. 

Sun  Block  Milk  SPF35 
for  children  is  a 
fragrance  free  milk 
which  offers  very  high 
protection  from 
UVA  (rsp  £9.95  for 
125ml). 

Refreshing  Sun 
Protection  Gel  SPF8  is  a 


cooling  non-greasy  gel  in 
a  handy  tube  with  a  flip 
top  lid  (rsp  £8.95  for 
150ml). 

Both  products  are 
preservative-free,  hypo- 
allergenic  and  feature 
Vichy's  Mexoryl  SX  UVA 
filter  which  filter  s 
penetrating  shortwave 
UVA  rays. 

Cosmetique  Active  (UK) 
Ltd. 

Tel:  01235  526747. 
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HEALTH 

CHECK 


The 

Early  Warning  System 

for  Life,.. 


% 


Today  in  the  UK,  as  many  as  1.4  million  people  may  have  undiagnosed  diabetes  while 
2,000  people  a  year  die  because  of  their  lack  of  knowledge  on  how  to  detect  the  early  signs 

of  bowel  cancer. 

NOW,  new  simple  home  tests  can  detect  a  range  of  related  ailments;  Health  Check 
No.l  is  a  urine  test  detecting  problems  from  urine  disorders  to  diabetes  while  Health  Check 
No.2  tests  for  occult  blood  and  can  help  to  detect  problems  from  intestinal 

bleeding  to  bowel  cancer. 

The  M.O.T.  for  EVERY  BODY 

Available  through  all  major  wholesalers 
Health  Check  No.l  RRP  £7.95  Health  Check  No.2  RRP  £9.95 

Kent  Pharmaceuticals.  Wotton  Road  Ashford  Kent  TN23  6LL. 


Carter  Wallace  has  Sunsense 


Carter  Wallace  has  taken 
over  the  independent 
pharmacy  distribution  of 
Ego  Pharmaceuticals' 
Sunsense  range  of  sun 

Interactive  skin  care 


Revlon  is  introducing  a  new 
vitamin  enriched,  anti-oxidant 
skin  care  system  in  its  Ultima  III 
range.  Ultima  II  Interactives 
includes  regimes  for  normal  to 
dry  skin  and  for  normal  to  oily 
skin.  Retail  prices  range  from 
£11.00  to  £16.00. 
Revlon  International  Corp. 
Tel:  0171  629  7400. 


care  products. 

The  company  is 
introducing  two  new 
pre-packs  of  the 
Australian  Pharmacy- 


only  range 
exclusively  for 
independent 
pharmacies. 

One  pack  contains 
thr  ee  Ultra 
Protection,  three 
Low  Irritant,  three 
Sport  and  two  Lip 
Balm  (Trade:  S52.51). 

The  second  pack 
includes  six  Toddler 
Roll-on,  six  Sport 
Roll-on,  six  Face 
Roll-on  and  two  Lip 
Balm  (Trade:  £50.57). 

New  in  the  summer 
range  will  be  Daily 
Face  SPF  30  which  is  a 
cream  with  an  oil-free 
base. 

Carter-Wallace  Ltd. 
Tel:  01 303  850661. 


Oilatum  mermaids  make  a  splash  on  TV 


Natural  value 


Weleda  is  supporting  its  natural 
Massage  Balm  with  a  special  6 
for  5'  offer  on  its  Arnica  and 
Calendula  variants.  The  offer 
prices  are  £18.50  for  a  100ml 
outer  of  six,  £11.00  for  an  outer  of 
the  50ml  size.  New  PoS  material 
includes  a  shelf  talker. 
Weleda  (UK)  Ltd. 
Tel:  0115  9448222. 


Consultation  rate  for  'influenza 
and  fiu-like  illness"  (RCGP) 


Flu  Monitor^5 

Information  updated  weekly  by  the  Public  Health  Laboratory 
Service,  London 

Baseline  levels  persist 

Pharmacists  hoping  for  a 
boost  to  winter  sales  from  a 
surge  in  flu-like  illness  look 
increasingly  likely  to  be 
disappointed  as  the  weather 
remains  mild  and  GP 
consultations  in  England, 
Wales  and  Scotland  for  flu 
and  flu-like  illness  remain  well 
within  the  thresholds  of 
baseline  activity.  Laboratory 
reports  of  respiratory  syncytial  virus  (RSV)  infection  remained  high  in  the 
second  week  of  the  new  year  -  863  compared  to  1019  in  week  1  -  suggesting 
high  numbers  of  patients  are  presenting  to  their  GPs  with  cold/throat 
symptoms.  The  Communicable  Disease  Surveillance  Centre  received  12 
reports  of  flu  infection  in  week  2,  compared  to  seven  the  previous  week. 

International  perspective 

In  the  US,  47  states  have  reported  isolated  influenza  type  A  infections.  For  the 
week  ending  January  3,  proportional  mortality  from  flu  and  pneumonia  in  122 
cities  was  below  the  epidemic  threshold.  By  January  13,  WHO  had  reported  17 
confirmed  cases  of  'bird  flu'  in  Hong  Kong.  The  onset  of  the  last  case  was 
December  29.  Person-to-person  spread  has  still  not  been  demonstrated. 

Data  from  the  PHLS  (Communicable  Disease  Surveillance  Centre,  Virus  Reference  Division, 
CDSC  Welsh  Unit),  the  RCGP  and  Scottish  Centre  for  Infection  and  Environmental  Health 

Brough.  .o  you  in  association    Unbeatable  relief 

only  from 


Stiel'el  Laboratories  is 
supporting  its  Oilatum 
treatment  for  relief  from 
diy  skin  conditions  with 
a  new  SI  million 
advertising 
campaign. 

Featuring  a 
mother  and 
daughter  mermaid 
in  a  bath,  a  new  TV 
commercial 
highlights  the  key 
benefits  of  Oilatum 
Bat  h  Formula  and 
Oilatum  Junior 
Bath  Formula. 

The  TV  campaign 
will  run  until  mid- 
February  on 
Central  and  until 
early  February  on 
Meridian. 

The  range  is  also 
being  supported  in 
the  national  press, 


women's  magazines  and 
parenting  titles. 
Stiefel  Laboratories  (UK) 
Ltd. 

Tel:  01628  524966. 


ON  TV  NEXT  WEEK 


Advil  &  Advil  Cold  +  Sinus:  All  areas 


Beechams  Throat  Plus:  All  areas  except  U,  CTV,  C4,  GMTV 


Benylin  and  Benylin  4-Flu:  All  areas 


Buttercup  cough  syrup:  STV,  G,  C,  A,  HTV,  W,  M,  LWT,  CAR 


Covonia:  GMTV 


Day  &  Night  Nurse:  All  areas  except  CTV,  C4,  GMTV 


Diflucan  One:  C4,  Sat,  C5 


Equilon:  All  areas  except  B,  CTV,  LWT,  C4,  GMTV 


Feldene  P  Gel:  All  areas 


Just  for  Men  hair  colour:  All  areas 


Karvol:  All  areas  except  U,  LWT,  C4,  GMTV 


Melius:  STV,  B,  G,  C,  Y,  CAR,  GMTV,  Sat 


Movelat  Relief:  All  areas  except  GTV,  U,  CTV,  W,  CAR,  TSW 


New  Clearasil  Complete:  All  areas 


Nicorette  Inhalator:  All  areas 


Nizoral:  All  areas  except  GTV,  STV,  B,G,  C,  CAR,  C4,  C5 


Oilatum:  C,  M 


Rennie  Deflatine:  C,  A,  M,  LWT,  CAR.  C4 


Ricola  Swiss  herb  cough  lozenges:  LWT,  C4,  B,  G,  M  

Sensodyne  toothpaste  and  Gentle  Mouthrinse:  All  areas  

Seven  Seas  extra  high  strength  cod  liver  oil:  C4  

Soothelip:  C,  LWT,  M  

Strepsils:  All  areas  

Tixylix:  All  areas  except  C4  

Vicks  Sinex:  All  areas  except  U  &  C4  

Vicks  Vaporub:  All  areas  except  U  

Vicks  New  Vaposyrup:  GTV,  STV  

Wella  Experience  and  Wella  Shock  Waves:  Sat  

A  Anglia,  B  Border,  C  Central,  C4  Channel  4,  C5  Channel  5,  CAR  Carlton, 
CTV  Channel  Islands,  G  Granada,  GMTV  Breakfast  Television,  GTV  Grampian, 
HTV  Wales  &  West,  LWT  London  Weekend,  M  Meridian,  Sat  Satellite, 
STV  Scotland  (central),  TT  Tyne  Tees,  U  Ulster,  W  Westcountry,  Y  Yorkshire 
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Spotting  the  difference  is  easy,  because  the  burning  of  acid  indigestion  is  totally  different  from  the  bloating 
and  cramping  of  trapped  wind.  Now  you  can  address  this  difference  by  stocking  Setlers  Antacid  and  new  Setlers 
Wind-eze,  a  simethicone  based  remedy  to  gently  and  safely  disperse  trapped  wind.  And  spotting  the  difference 
in  sales  will  be  even  easier,  because  since  the  launch  of  Setlers  Wind-eze  the  whole  Setlers  brand  has  soared. 
A  lift-off  which  our  plasticine  pal  Alan,  the  star  of  both  nationwide  TV  commercials,  is  continuing  to  support.  So 
stock  up  on  new  Setlers  Wind-eze  and  Setlers  Antacid  then  sit  back  and  spot  the  double  difference  in  your  sales. 

Two  good  reasons  why  sales  are  growing 


CHEWABLE 


>ntains  calcium  carbonate 


Product  Information.  SETLERS  ANTACID.  Presentation:  Chewable  tablets  containing  calcium  carbonate 
Ph.  Eur.  500mg  available  in  peppermint,  spearmint  and  fruit  flavours.  Uses:  Relief  from  indigestion  and 
heartburn.  Dosage  and  administration:  Adults,  children  over  12  years  and  the  elderly:  Suck  or  chew 
one  or  two  tablets  as  required,  up  to  a  maximum  of  16  tablets  a  day  Contra-indications,  warnings  etc: 
Hypercalcaemia,  hyperparathyroidism,  hyperc alciuria,  nephrolithiasis  and  Zollinger-Ellison  syndrome.  Patients 
on  low  phosphate  diets,  cardiac  glycosides  or  with  impaired  renal  function  should  not  take  Setlers  Antacid 
Tablets.  Antacids  of  this  type  are  known  to  decrease  the  absorption  of  concomitantly  administered  drugs.  If 
symptoms  persist  consult  your  doctor  Undesirable  effects:  May  cause  constipation  and  flatulence.  Legal 
category:  GSL.  Cost  inclusive  of  VAT:  £0.55  (12's),  £1.39  (36  s),  £2.49  (96's).  Product  licence  number: 
Peppermint  flavour:  0036/0075,  Spearmint  flavour:  0036/0076,  Fruit  flavouis:  12063/0013.  Product 
licence  holder:  Stafford-Miller  Ltd.,  Welwyn  Garden  City,  Herts.  AL7  3SR  Date  of  preparation:  January  1997. 

Product  Information.  SETLERS  WIND-EZE.  Presentation:  Simethicone  USP  125mg  in  a  white  tablet. 
Dosage  and  administration:  1-2  tablets  to  be  chewed  before  swallowing,  3  or  4  times  daily  or  as  required 
after  meals.  Not  recommended  for  children  under  12  years.  Uses:  Antif latulent  defoaming  agent  for  the 
symptomatic  relief  of  flatulence,  wind  pains,  bloating,  abdominal  distension  and  other  symptoms  associated 
with  gastrointestinal  gas.  Precautions:  Should  not  be  used  by  patients  with  known  hypersensitivity  to  any  of 
the  ingredients.  Do  not  use  for  longer  than  14  days.  Seek  medical  advice  if  symptoms  persist  or  worsen. 
Legal  category:  GSL:  Cost  inclusive  of  VAT:  £1.55  (10  s),  £2.99  (30's).  Product  licence  number: 
PL  0036/0084  Product  licence  holder:  Stafford-Miller  Ltd.,  Welwyn  Garden  City,  Herts.  AL7  3SP  Date  of 
preparation:  November  1996. 


NEW!  CHEViABLE 


Wind-eze 


Contains  simethicone  USP 


BRISTOL-MYERS  SQUIBB 


NEWS  EXTRA 


Bristol-Myers  is  pleased  to  announce  the  acquisition 
<  >f  Redmond  Products  Inc.,  effective  January  3,  1998. 
Redmond  Products  is  the  maker  of  the  highly 
successful  AUSSIE  line  of  haircare  products.  The 
addition  of  AUSSIE  to  our  other  haircare  lines  will 
further  strengthen  our  role  in  the  haircare  market. 

The  integration  of  the  AUSSIE  line  into  the  existing 
Bristol-Myers  Squibb  Consumer  Sales  business  will  be 
accomplished  as  quickly  as  possible  with  utmost 
consideration  to  ensuring  the  consistent  flow  of 
products  to  your  warehouses  or  stores. 

Please  continue  to  order  all  AUSSIE  products  as  you 
have  been  until  our  transition  plan  is  completed. 

We  are  very  excited  about  the  addition  of  AUSSIE  to 
the  Bristol-Myers  Squibb  Consumer  family  and  look 
forward  to  communicating  our  plans  to  continue  to 
grow  this  business  during  February. 


Smaller  pharmacies  are 
'more  expert',  say  patients 


Most  patients  regard  pharma- 
cists as  trained  professionals  and 
feel  the  quality  of  advice  that 
they  give  is  good  or  adequate, 
according  to  a  survey  carried  out 
for  the  Patients'  Association. 

Smaller  pharmacies  are  thought 
to  be  more  medically-orientated 
than  large  outlets.  Patients  also 
support  pharmacist  management 
of  repeat  prescribing. 

Most  of  the  elderly  patients 
questioned  use  the  same  phar- 
macy, usually  a  small  independent 
within  walking  distance  or  a  short 
bus  ride  away.  They  use  their 
pharmacy  for  prescriptions  and 
OTC  medicines,  but  not  for  toil- 
etries. Many  saw  pharmacists  as 
medical  specialists  while  regard- 
ing large  pharmacies  as  shops. 

Young  mothers  and  middle- 
aged  professionals  preferred  to 
go  back  to  the  same  pharmacy 
but  found  it  difficult  because  of 
busy  schedules.  For  conve- 
nience, they  were  more  likely  to 
use  a  variety  of  outlets.  Some 
professionals  said  they  were  now 
using  pharmacies  for  diagnostic 
purposes  because  they  were 
more  easily  accessible  than  GPs. 

Many  respondents  said  they 
would  like  to  know  more  details 
on  how  to  take  medicines,  how  to 
store  them,  their  side  effects  and 
value  for  money.  Only  the  elderly 
were  interested  in  different 
brands  or  their  active  ingredients. 

The  general  opinion  was  that 
smaller'  pharmacies  were  more 
patient-focused,  whereas  larger 
pharmacies  emphasised  toilet- 
ries. Patients  valued  being  known 
by  the  pharmacist. 

Opinion  was  split  on  whether 
health  centre  pharmacies  were 
better  than  those  on  the  high 
street.  A  small  number  saw  a  ben- 
efit in  close  GP-pharmacist  con- 
tact, but  some  patients  felt  that 
high  street  pharmacies  were 
more  independent. 

Patients  liked  the  idea  of  hav- 
ing prescription  histories  on  com- 
puter and  few  were  worried 
about  confidentiality.  Cathy 
Gritzner,  general  manager  of  the 


Research  was  carried  out  by  the 
London  School  of  Economics,  in 
which  500  patients  were  asked 
their  views  on  repeat  prescribing 
by  pharmacists.  A  fifth  were 
against  the  idea,  while  60  per 
cent  were  in  favour. 

Over  three-quarters  (77  per 
cent)  visited  the  GP  to  order  the 
prescription,  then  collected  it  the 
next  day.  Another  13  per  cent 
wrote/telephoned  for  the 
prescription  then  went  to  the 
surgery  for  it.  Only  53  per  cent 
bought  the  medication  the  same 
day  the  prescription  was  issued. 

Nearly  a  third  chose  a 
pharmacy  near  home  for 
convenience,  26  per  cent  chose 
a  pharmacy  near  their  GP,  while 
16  per  cent  chose  one  close  to 
where  they  shopped. 

Patients'  Association,  believes 
this  lack  of  concern  is  partly 
because  patients  see  pharmacists 
as  a  highly  professional  group. 

A  common  complaint  was  the 
problem  in  finding  a  pharmacy 
open  during  the  evenings, 
overnight  or  on  Sundays.  While 
many  were  aware  that  rotas 
operated,  the  pharmacies  were 
often  difficult  to  reach. 

Although  supermarket  phar- 
macies were  not  thought  to  be  as 
patient-focused  as  smaller  phar- 
macies, they  were  praised  for 
their  long  opening  hours.  Some 
patients  reported  a  lack  of  co- 
ordination between  emergency 
doctors  and  pharmacists. 

The  survey  was  carried  out  by 
MORI,  with  funding  from  Boots 
the  Chemists,  and  was  based  on 
group  discussions  with  three  types 
of  patient  -  the  elderly,  mothers  of 
children  aged  11  and  under,  and 
middle-aged  professionals. 

Cathy  Gritzner,  unveiling  the 
results  at  a  conference  on  Tues- 
day, said  the  Patients'  Associa- 
tion thought  pharmacists  should 
be  encouraged  to  play  a  larger- 
part  in  healthcare.  She  suggested 
that,  like  Boots,  more  pharma- 
cies should  rim  specialist  clinics. 

The  conference,  sponsored  by 
Boots  the  Chemists,  was 
attended  by  representatives  from 
HAs,  community  health  councils 
and  patients'  organisations. 

Dr  June  Crown  (left),  who  is 
chairing  the  DoH's  review  of  the 
prescribing,  supply  and 
administration  of  medicines,  said 
her  team  was  optimistically  trying 
to  keep  to  the  original  deadline  of 
March  for  the  publication  of  its 
final  report.  But  the  health  minister 
had  agreed  that  the  report  could 
be  deferred  until  June 
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UK  Limited 


SANKYO  PHARMA 


OUR  NEW  PACKS 
STAND  UP  FOR 
THEMSELVES 

/^//7        /w//t/  arthritis,     Pain  relief  for  mild  arthritis, 
rheumatism  and  rheumatism  and 

muscular  pain  muscular  pain 


Movelat  Relief  contains  mucopolysaccharide  polysulphate  (MPS),  salicylic  acid 


New  national  TV  campaign 
starts  in  January 

Clinically  proven  pain  relief  for  mild  arthritis, 

and  muscular  pain. 


No  shortage  here,,,? 


Tin  ere*  lis  a  manpower 
problem,  :;^-!sipiiiiie  flue 
beliefs  ol  Itoe  Royal 
P ha  ran.  iceutioi  Society, 
argues  a  senior 
pharmacy  manager 

re  they  for  real,  or  what?  A 
small  paragraph  in  the 
report  of  the  December 
meeting  of  the  Royal 
Pharmaceutical  Society's 
Council  caught  my  eye. 

First,      some  background. 
According  to  those  who  have 
met  him  recently,  the  Secretary 
and  Registrar 
of  our  Society 
is  unmoved  by 
any  suggestion 
that  the  num- 
ber of  pharma- 
cists is  insuffi- 
cient to  meet 
the  current 
needs    of  the 
profession. 

He  suggests, 
I  understand, 
that  'manpower 

difficulties'  do  not  exist.  The  num- 
bers of  pharmacists  joining  the 
Register  is  greater  than  ever 
before,  so  the  line  goes,  and  the 
number-  on  the  Register  increases 
by  500  each  year. 

Presumably,  then,  the  recruit- 
ment crisis  is  a  myth  perpetuated 
by  those  who  have  a  vested  inter- 
est in  keeping  the  lid  on  pharma- 
cists' pay  -  in  other'  words,  the 
big  bad  multiples  and  the  NHS 
Trust  hospitals. 

The  Society  now  has  its  proof. 
It  has  conducted  some  research 
which  appears  to  provide  the 
answer  it  was  looking  for.  How- 
ever, the  researcher  s  didn't  really 
ask  the  question  the  rest  of  us 
wanted  answering. 

Any  suggestion  that  there  has 
been  a  huge  outflow  of  man- 
power from  the  profession  is  not 
justified,  the  Secretary  and  Reg- 
istrar told  the  Council.  Over  90 
per  cent  of  responses  analysed 
so  far  from  the  2,000  pharmacists 
approached  and  who  registered 
in  the  last  ten  years,  are  from 
people  still  engaged  in  pharmacy 
practice.  So,  no  problem! 

It  is  not  pharmacists  leaving 
the  profession  that  is  the  prob- 
lem. It's  the  fact  that  so  many 
bodies  -  including  the  pharma- 
ceutical industry  (and  it's 
adjunc  ts  in  PR  and  advertising), 
the  14-hour  ( and  mor  e )  a  day  gro- 
cers, health  authorities,  the  tele- 
phone helplines  industry,  even 


the  Society  itself,  judging  from 
the  current  crop  of  job  ads  -  are 
recruiting  pharmacists  like  it's 
going  out  of  fashion. 

Good  news,  then.  Even  if  the 
dear  old  Department  of  Healt  h  is 
unable  to  put  its  money  where  its 
mouth  is,  there  are  many  other' 
people  around  who  ar  e.  It  would 
appear'  that  pharmacists'  skills 
have  never  been  so  much  in 
demand. 

Risirrg  salaries  might  seem  like 
good  news  for  a  Society  whose 
aims  include  fostering  the  inter- 
ests of  its  members.  However,  a 
growing  scarcity  of  expensive 
professionals  could  be  bad  news 
for  its  'New  Age'  ambitions  if  the 
end  result  prices  pharmacists  out. 
of  some  developing  healthcare 
arenas. 

The  move  to  a  four-year  degree 
will  create  the  skilled  workforce 
the  Society  believes  patients 
need  and  it  hopes  to  deliver.  Of 
course,  some  work  remains  to 
convince  the  NHS  that  it  needs 
pharmacists  with  such  highly 
tuned  skills,  but  that  is  another 
issue.  If  the  Society  were  to  work 


the  miracle  with  NHS  managers, 
it  could  shoot  itself  in  the  foot  if 
it  cr  eated  a  demand  for  an  animal 
that  is  in  short  supply. 

Pharmacy  has  gained  from  the 
combination  of  'right  skills  at  the 
right  price'  before.  It's  not  so 
many  years  ago  that  a  new 
species  known  as  the  pharma- 
ceutical adviser  took  over  many 
tasks  from  the  (more  expensive ) 
medical  advisers  that  were  ini- 
tially all  the  rage. 

Look  also  at  what  happened  to 
clinical  pharmacologists.  What  a 
great  idea  -  doctors  who  actually 
knew  something  about  the  drugs 
they  were  prescribing.  Now 
they're  as  rare  as  hen's  teeth. 
Maybe  consultants  didn't  like 
other  medics  showing  them  up, 
but  their  demise  probably  has 
more  to  do  with  clinical  therapeu- 
tics -  there  are  more  cost-effec- 
tive options. 

If  we  are  not  careful,  pharma- 
cists will  find  their  roles  taken 
over  by  cheaper  nur  ses  -  profes- 
sionals who  know  a  lot  about 
patients  (and  PR)  and  who  could 
leant  a  bit  about  medicines. 


Product 
information 

Presentation:  A  light  blue/dark  blue 
enteric-coated  capsule  with  a  blue 
band  between  the  cap  and  body.  Each 
capsule  contains  a  sustained  release 
gel  of  0.2ml  peppermint  oil  B  P 

Uses:  For  the  treatment  of  symptoms 
of  discomfort  and  of  abdominal  colic 
and  distension  experienced  by  patients 
with  irritable  bowel  syndrome.  Also  for 
the  treatment  of  intestinal  spasm 
secondary  to  other  gastrointestinal 
disorders  e.g.  diverticular  disease. 

Dosage  and  Administration:  Adult 
dose  1-2  capsules  three  times  a  day, 
30  minutes  to  one  hour  before  food, 
taken  with  a  small  quantity  of  water. 
The  capsules  should  not  be  taken 
immediately  after  food.  The  capsules 
should  be  taken  until  symptoms  resolve, 
usually  within  one  or  two  weeks. 

Contra-indications,  Warnings  and 
Precautions:  The  capsules  should 
not  be  broken  or  chewed  because 
this  would  release  the  peppermint  oil 
prematurely,  possibly  causing  local 
irritation  of  the  mouth  or  oesophagus. 
Patients  who  already  suffer  from 
heartburn  sometimes  experience  an 
exacerbation  of  these  symptoms  when 
taking  the  capsule.  Treatment  should  be 
discontinued  in  these  patients.  Do  not 
take  indigestion  remedies  at  the  same 
time  of  day  as  this  treatment 
C0LPERMIN  should  not  be  used  in 
pregnancy  unless  directed  by  a  doctor 
Adverse  effects:  Heartburn,  perianal 
irritation,  sensitivity  reactions  to 
menthol  which  are  rare  and  include 
erythematous  skin  rash,  headache, 
bradycardia,  muscle  tremor  and  ataxia. 
Do  not  use  on  patients  who  are  allergic 
to  peanuts  or  peanut  oil 

Pharmaceutical  Precautions:  Store 
in  a  cool  place.  Avoid  direct  sunlight 

Legal  Category:  GSL  (Pharmacy  only) 
Product  Licence  No:  PL  0032/0218 

Product  Licence  Holder:  Pharmacia  & 
Upjohn  Ltd.  Packs  of  20  capsules,  trade 
price  £2.75.  RSP  £4  85  (£4.13  exc  VAT). 
Colpermin  is  a  Trade  Mark. 

Date  of  Preparation:  January  1997 


Colpermin 


Pharmacia  &  Upjohn  Ltd,  Davy  Avenue, 
Milton  Keynes,  MK5  8PH,  U  K. 
Tel:  01908  661101. 


IB 


CHEMIST  &  DRUGGIST  17  JANUARY  1998 


FOOT  CARE 


0: 


Feet  can 

with  foot 


compla 


a  range  of  afflictions.  Sarah  Porcell  examines  the  problems 
ints  that  are  commonly  presented  in  the  pharmacy 


ore  feet  are  a  huge  problem 
I  in  the  UK.  Every  year  14 
.million  people  seek  advice 
labout  foot  complaints,  and 
with  the  trend  to  self-treat- 
ment growing  in  this  sector, 
you're  likely  to  see  lots  of  these 
footsore  customers  limping 
through  your  door  for  advice. 

Pharmacy  is  still  the  first  port 
of  call  when  it  comes  to  foot  com- 
plaints, holding  a  70  per  cent 
share  of  the  market.  At  Scholl, 
senior  brand  manager  Martin 
Hodson  explains:  "The  reason 
why  other  health  and  beauty  cate- 
gories have  gone  to  gr  ocers  is  that 
they  don't  need  pharmacy  input. 
But  with  foot  care,  it's  a  medical 
area,  making  it  ideally  suited  to 
the  pharmacy  environment." 

So  make  sure  you're  up  to  date 
on  advising  how  to  treat  com- 
mon foot  complaints,  as  well  as 
helping  customers  to  prevent 
problems  in  the  first  place. 

Here  are  the  most  common 
foot  problems  you're  likely  to  be 
asked  about  in  the  pharmacy. 

Athlete's  foot 

Some  11  per  cent  of  us  experi- 
ence athlete's  foot  at  some  time. 
"The  rising  incidence  of  athlete's 
foot  in  recent  years  can  be  linked 
with  the  fashion  for  wearing 
trainers  as  shoes.  Bacteria  grow 
in  the  lining  of  trainers,  causing 
athlete's  foot  and  odour,"  says 
Martin  Hodson. 

Athlete's  foot  is  a  fungal  infec- 
tion, and  thrives  in  warm,  moist 
conditions,  such  as  sweaty  train- 
ers and  wet  changing  room  floors. 
It  appears  as  an  itchy,  scaly  rash 
between  the  toes,  and  skin  may 
crack  and  peel.  The  skin  can  look 
white  and  soggy  and  may  smell 
unpleasant.  If  left  untreated,  it 
can  become  infected. 
Treatment:  Dead  skin  between 
the  toes  should  be  removed  by 
rubbing  with  a  soft  towel.  An 
anti-fungal  treatment  should  be 
applied  daily,  and  be  continued 
for  a  week  after  symptoms  van- 
ish. Recurrence  can  be  prevented 
by  dusting  shoes,  socks  and  toes 
with  an  anti-fungal  powder. 
Prevention  tips: 

•  feet  should  be  washed  and 
socks/hosiery  changed  daily 

•  flip  flops  should  be  worn  in 
wet  changing  rooms 

•  towels  or  shoes  shouldn't  be 
shared 

•  socks  and  shoes  made  from 
natural  fibres  should  be  worn. 

Verrucae 

About  10  per  cent  of  people 
experience  verrucae  and  82  per 
cent  of  sufferers  are  under  15. 
Girls  are  more  likely  to  get  them 
than  boys.  Verrucae  are  conta- 
gious and  caused  by  a  virus 
entering  broken  skin.  A  verruca 
has  a  black  dot  in  its  centre  and 
can  be  painful.  It  is  usually  found 
on  the  sole  of  the  foot. 
Treatment:  Verrucae  may  clear 
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FOOT  CARE 


Did  you  know? 

•  Our  feet  carry  us  an  average 
70,000  miles  in  a  lifetime 

•  Three  out  of  four  adults  have 
a  foot  complaint,  but  two  thirds 
do  nothing  about  it 

•  There  are  250,000  sweat 
glands  in  our  feet 

•  As  you  walk,  your  heel 
strikes  the  ground  with  a  force 
equal  to  twice  your  body  weight 

•  The  foot  grows  most  rapidly 
in  the  first  four  years, 
increasing  by  about  two  sizes  a 
year,  then  slows  to  one  size  per 
year  until  the  mid-teens 


ip  by  themselves,  but  this  can  take 
i  year  or  more.  There  are  two 
ypes  of  treatment,  available  OTC. 
Tie  traditional  method  is  a  disc 
mpregnated  with  salicylic  acid, 
vhich  is  held  in  place  with  a  plas- 
er.  The  new  met  hod  is  a  quick  dry- 
tig  gel,  which  also  'burns  out'  the 
erruca  and  provides  a  water 
esistant  barrier  so  the  infection 
an't  be  passed  on. 
'revention  tips: 

►  walking  bare- 
oot  around  swini- 
ning  pools  and 
hanging  rooms 
hould  be  avoided 

►  feet  should  be 
vashed  daily  and 
Iried  properly 

►  shoes  and  socks 
hould  be  changed 
laily. 

sorns  and  callouses 

*orns  and  callouses  are  common, 
.nd  are  caused  by  pressure  from 
il-fitting  shoes  and  hosiery.  Hard 
oms  have  a  tough  centre  spot 
nd  result  from  pressure.  Soft 
oms  are  due  to  pressure  and 
wearing.  A  callous  is  an  area  of 
lard,  rough  skin  and  is  caused  by 
riction  from  shoes  and  socks. 
.Yeatment:  The  cause  of  the 
om  or  callous  should  be 
emoved  to  prevent  further  dam- 
ge  and  the  skin  should  be  pro- 
ected  with  a  com  or  callous  pad. 
tegular  filing  of  the  area  with  a 
lumice  or  foot  file  may  be 
•nough.  If  not  ,  an  OTC'  treatment 


comprising  a  plaster  soaked  with 
salicylic  acid  to  remove  the  area 
of  rough  skin  can  be  used. 
Prevention  tips: 

•  shoes  should  be  changed 
every  day 

•  shoes  and  socks  which  rub 
and  chafe  skin  should  be  avoided. 

Rough  and  dry  skin 

Nearly  everyone 
gets  patches  of 
hard,  rough  skin 
on  t  heir  feet,  but 
few  think  about 
treating  it.  "We 
find  that  many 
people  only  treat 
hard  skin  in  the 
summer  when 
their  feet  are  on 
show,  and  are 
reluctant  to  ask  for  advice  on  how 
to  remove  it,"  says  Martin  Hod- 
son.  If  left  untreated  hard  skin 
can  result,  in  corns  and  callouses. 
Treatment:  After  soaking  feet  in 
warm  water,  hard  skin  should  be 
gently  rubbed  away  with  a  foot 
file  or  pumice.  Feet  should  then 
be  moisturised  well  with  a  rich 
cream. 

Prevention  tips: 

•  feet  should  be  checked  regu- 
larly for  any  diy  or  rough  patches 

•  feet  should  be  pumiced  or 
exfoliated  regularly. 

Foot  odour 

Most  of  us  get  sweaty  feet  in  hot 
weather,  but  some  people  are 
plagued  by  smelly  feet  all  year 


round.  Hyperhidrosis  causes  the 
skin  to  become  inflamed  and 
look  pinkish  or  white. 

Less  serious  foot  odour  is 
mainly  caused  by  the  shoes  we 
wear,  says  Martin  Hodson.  "In 
1982,  our  survey  found  that  live 
times  as  many  men  as  women 
complained  of  smelly  feet.  l!y 
1996  the  split  between  men  and 
women  was  almost  even.  We  put 
t  his  down  to  the  trend  for  wear- 
ing trainers  as  shoes." 
Treatment:  Feet  should  be 
washed  daily  in  warm  soapy 
water,  or  in  an  anti  bacterial 
wash.  Surgical  spirit  should  be 
applied,  using  cotton  wool,  or  a 
foot  anti-perspirant  can  be  used, 
and  then  feet  dusted  with  talc. 
Shoes  should  be  fitted  with  med- 
icated insoles. 
Prevention  tips: 

•  do  not  wear  trainers  all  day 

•  socks,  in  natural  fibres  like 
cotton,  should  be  changed  daily 

•  leather  shoes  should  be  worn, 
allowing  feet  to  breathe. 

Blisters 

These  are  the  result  of  pressure 
from  shoes,  or  walking  or  run- 
ning for  long  distances.  The  fluid 
filled  sack,  which  the  body  pro- 
duces to  protect  the  point  of  fric- 
tion from  further  damage,  should 
never  be  burst,  as  this  can  lead  to 
infection. 

Treatment:  There  are  a  number 
of  new  blister  plasters  available 
now  which  are  made  from  a  spe- 
cial material  which  allows  skin 


to  breathe  while  healing 
Prevention: 

•  shoes  that  rub  shouldn't  be 
worn 

•  if  walking  or  running  long  dis- 
tances, blister  plasters  should  be 
applied  before  setting  out. 

Cases  to  refer 

While  self-treatment  of  fool 
problems  is  quite  safe  for  most 
people,  there  are  some  who 
should  always  be  referred  to  a 
chiropodist  or  GP  for  treatment. 
These  include: 

•  diabetics 

•  pregnant  women 

•  anyone  with  circulatory  prob- 
lems 

•  anyone  on  steroid  medication. 
Conditions  such  as  bunions  and 

ingrown  toenails  should  always  be 
referred  for  treatment  . 


Make  sure  you 
are  up  to  date 
on  common  foot 
complaints 


MIGRAINE 
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FOOT  CARE 


Marching  in  time  to  the  markets 


rhe  kmhrz-r    ^^ket  us 
on  the  move  as  Sarah 
Puree!!  discovers 

Thanks  to  new  product 
innovation  and  growing 
awareness  of  OTC  prod- 
ucts, the  foot  care  market 
grew  by  7  per  cent  last 
year  and  is  currently  worth  £61 
million  in  total. 

And  it's  a  strong  market  for 
pharmacy,  which  still  accounts 
for  70  per  cent  of  sales.  Last  year 
saw  a  sales  increase  of  2.5  per 
cent,  with  business  through 
independent  pharmacies  worth 
around  £30m.  However,  since 
sales  in  t  he  pharmacy  are  static 
compared  with  a  fairly  fast 
growing  grocery  sector,  there's 
no  room  for  complacency. 

At  Scholl,  senior  brand  man- 
ager Martin  Hodson  remains 
confident  of  the  future  for  phar- 
macy: "The  reason  other  areas  of 
health  and  beauty  have  gone  to 
grocers  is  that  they  require  no 
pharmacy  input,  for  example 
shampoos.  But  foot  care  is  a 
medical  area  and  there's  still  lots 
of  confusion  about,  the  various 
conditions,  so  there  is  a  need  for 
the  pharmacist's  advice." 

Growth  in  P  products  has  been 
the  most  healthy,  particularly  the 
new  athlete's  foot  and  verruca 
treatments.  At  Bayer,  product 
manager  Darren  Brown  says: 
"The  key  role  for  pharmacy  is 
with  the  P  products  and  these  are 
the  ones  which  are  showing  most 
growth.  We've  actually  seen 
some  decline  of  the  GSL  prod- 
ucts in  favour  of  P  brands 
recently.  This  has  partly  been 
due  to  a  lot  of  advertising  by 
these  manufacturers,  which  has 
given  the  whole  foot  care  sector 
a  higher  profile." 

David  Wain,  sales  and  market- 
ing director  at  Cuxson  Gerrard, 
is  confident  about  the  future  for 


Unless  athlete's  toot  reaches  the  severe  stage,  some  people  -  young 
men,  in  particy  lar  -  are  reluctant  to  acknowledge  the  condition 


pharmacy,  too:  "More  and  more 
people  are  going  into  pharmacies 
for  advice,  and  in  particular  for 
first  time  conditions.  The  phar- 
macy is  the  ideal  environment 
for  self-selection  of  known  prod- 
ucts and  for  advice  on  treating 
conditions." 

Sector  growth 

According  to  Cuxson  Gerrard, 
com  and  callous  treatments 
account  for  33  per  cent  of  sales, 
followed  by  athlete's  foot  treat- 
ments at  25  per  cent  and  verru- 
cae  treatments  at  16  per  cent. 
One  of  the  fastest  growing  areas 
is  blister  treatments,  which  saw 
sales  increase  by  over  80  per  cent 
last  year,  says  David  Wain. 
•  Athlete's  foot 
The  treatment  of  athlete's  foot  is  a 
traditional  pharmacy  area,  and 
this  sector  increased  by  17  per 
cent  last  year,  according  to  IMS 
statistics. 

At  Johnson  &  Johnson  MSD, 
commercial  director  David 
Mitchell  says  sales  in  this  sector 
continue  all  year  round.  "Many 
people  think  it's  just  a  summer 
complaint  that  happens  when 
you  start  wearing  sandals,  but  in 


Gerard  has  repackaged  its  Carnation  Blister  Care  plasters, 

making  them  easier  to  spot  in-store 


fact  we  see  a  peak  in  late  sum- 
mer and  early  autumn,  when 
people  go  back  into  shoes  again." 

To  improve  consumer  aware- 
ness of  Daktarin  Dual  Action, 
Johnson  &  Johnson  MSD  is 
switching  it  to  GSL  status  so  that 
it  can  be  put  on  open  display.  The 
move  comes  into  effect  in  the 
spring.  However,  the  product 
will  continue  to  be  for  'chemist 
only'  sale.  Daktarin  for  other  fun- 
gal conditions,  such  as  nappy 
rash,  will  still  have  P  status. 

Bayer  values  independent 
pharmacy  sales  of  athlete's  foot 
treatments  at  £5. 2m  and  grocery 
sales  at  £2. 2m,  which  are  up  from 
£2m  the  previous  year.  "The  main 
problem  with  treating  athlete's 
foot  is  still  acknowledgement  of 
the  condition.  A  lot  of  young 
men,  who  make  up  the  majority 
of  sufferers,  are  still  not  pre- 
pared to  go  into  a  pharmacy  and 
ask  for  advice  about  athlete's 
foot  -  it's  these  people  that  we 
need  to  address,"  says  Darren 
Brown. 

Scholl  believes  that  athlete's 
foot  is  one  of  the  best  known 
conditions,  and  one  which  con- 
sumers are  more  likely  to  treat, 
simply  because  it's  so  itchy  and 
uncomfortable.  "We  know  that 
nine  out  of  ten  people  have  a  foot 
complaint  of  some  kind,  but  only 
two  or  three  in  ten  will  treat  it. 
With  athlete's  foot,  seven  out  of 
ten  are  likely  to  treat  it,"  says 
Martin  Hodson. 
•  Verrucae 

Currently  worth  £7.3m  (IMS),  the 
verruca  treatment  market  is 
showing  healthy  growth. 

The  new  gel  treatments  such 
as  Bazuka  and  Sertoli's  Seal  & 
Heal  are  responsible  for  this 
growth,  says  Martin  Hodson. 
"The  new  gels  provide  a  one-step 
treatment  which  helps  a  lot,  as 
people  are  notoriously  lazy 
about  using  complicated  treat- 


Bazuka  Gel  for  verrucae,  warts, 
corns  and  callouses  claims 
nearly  half  of  the  OTC  verruca 
market 


C1 


pal  &  He 


Scholl's  new  Seal  &  Heal  gel 
treatment  for  verrucae  and  warts 
provides  waterproof  protection, 
so  there's  no  need  for  a  plaster 


Daktarin  Dual  Action  Cream  is 
being  moved  from  P  to  GSL  statos 
in  pharmacies  from  the  spring 

ments.  They  also  cut  down  on 
the  embarrassment  factor  asso- 
ciated with  verrucae  as  the  treat- 
ment is  invisible  -  and  there's  no 
need  for  a  plaster  or  a  rubber 
sock  when  you  go  swimming." 

Continued  on  P22  ► 
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Christy's  Feet  Treats  are  ideal  for  soothing  tired  winter  feet 


Smith  &  Nephew  has  entered  the  foot  care  market  with  Elastoplast  for 
Feet,  a  range  of  plasters  specially  designed  for  minor  foot  problems 


A  Continued  from  P20 

Foot  care  customers 

The  typical  foot  care  customer  is 
female  and  35  plus,  says  David 
Wain.  "This  is  because  women 
still  tend  to  be  the  main  pur- 
chasers for  the  rest  of  the  family." 

He  believes  that  more  people 
will  use  foot  treatments  in  the 
future,  thanks  to  greater  aware- 
ness of  health  in  general  and 
longer  life  expectancy.  "People 
just  won't,  put  up  with  com- 
plaints like  foot  problems  any 
more  as  they  did  in  the  past. 
And  self-treatment  is  certainly 
the   way   forward,  especially 


with  recurring  problems  such 
as  corns  and  callouses." 

According  to  IMS  Self  Medica- 
tion, the  top  five  foot  care  prod- 
ucts (not  in  order)  are  Canesten 
AF,  Daktarin,  Mycil,  Mycota  and 
Bazuka. 

Product  developments 

Cuxson  Gerrard  has  repack- 
aged Carnation  Blister  Care  to 
make  the  brand  name  more 
prominent  and  the  pack  easier  to 
recognise.  Each  pack  contains 
ten  dressings  in  four  different 
shapes.  Carnation  Com  Caps  are 
being  given  a  high  profile  this 
winter  with  a  new  advertising 
campaign  starting  in  February.  A 


1950s  style  advert,  will  appear  in 
women's  magazines,  and  the 
campaign  runs  until  October. 

Just  two  years  after  its  launch, 
Dendron's  Bazuka  Gel  has  a  46.8 
per  cent  share  of  the  OTC  ver- 
ruca treatment  market  (IMS), 
and  claims  to  have  increased  the 
market  by  a  third  since  its 
launch.  The  product  is  being  sup- 
ported by  a  SI. 7m  advertising 
campaign,  including  television, 
radio  and  press. 

Scholl  has  introduced  Seal  & 
Heal,  a  gel  treatment  for  verru- 
cae  and  warts,  which  provides  a 
water-resistant  barrier,  dispens- 
ing with  the  need  for  plasters.  To 
make  selecting  the  right  product 


easier  for  consumers,  Scholl  has 
introduced  educational  guides  in 
pharmacies,  with  descriptions  of 
the  different  conditions. 

Stiefel's  Driclor  Powder  is 
specially  designed  to  deal  with 
excessive  foot  perspiration  and 
odour.  The  fine  powder  quickly 
absorbs  perspiration,  combats 
foot  odour  and  has  the  additional 
benefit  of  helping  to  prevent  ath- 
lete's foot.  A  range  of  PoS  mater- 
ial is  available. 

Johnson  &  Johnson  MSD  is 
moving  its  Daktarin  Dual  Action 
Cream  from  P  to  GSL  status  in 
pharmacy  to  help  raise  con- 
sumer awareness  for  the  prod- 
uct and  increase  commercial 


COLD  &  FLU 

FOR  FAST,  EFFECTIVE  ^ 

RELIEF  | 
ibuprofen  pseudoephedrine 


24  TABLETS 


Product  information:  Nurofen  Cold  &  Flu:  Each  tablet 
contains  200  rrfg  Ibuprofen  B.P.  and  30  mg 

JpifcGROOKES1  Pseudoephedrine 
^*kkX$P  healthcare       Hydrochloride.  Indications: 


/ 


Effective  in  the  relief  of  symptoms  of  colds  and  'flu 
with  congestion,  such  as  aches  and  pains,  headache 
and  feverishness,  sore  throats,  sinusitis  and  blocked 
noses.  Dosage  and  Administration:  Adults  and 


children  over  12  years:  Initial  dose  2  tablets  ta 
with  water,  then  if  necessary  1  or  2  tablets  eve 
hours.  Do  not  exceed  6  tablets  in  any  24  ho 
Precautions  and  Warnings:  Nurofen  Cold  & 
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opportunities  for  pharmacists. 
The  move  takes  effect  from  the 
spring. 

For  people  who  suffer  from 
swollen,  aching  legs  and  feet 
when  travelling  by  plane  -  and 
around  20  per  cent,  of  air  trav- 
ellers do  -  FootPlanes  could  be 
the  answer.  Developed  by  Cir- 
rus Air  Technologies,  Foot- 
Planes  are  therapeutic  socks 
which  use  a  pressure  gradient 
system  to  prevent,  swelling  and 
discomfort.  They  are  suitable  for 
both  men  and  women.  Foot- 
Planes  are  supported  by  adver- 
tising in  in-flight  magazines  and 
on  radio. 

Tea  Tree  oil  has  become  a  pop- 
ular treatment  for  a  range  of  con- 
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Stiefel's  Driclor  Powder  is 
designed  to  deal  with  excessive 
foot  perspiration  and  odour 


Australian  Bodycare's  Foot 
Treatment  contains  5  per  cent  tea 
tree  oil  and  can  be  used  to  treat 
athlete's  foot 

ditions  in  recent  years,  thanks  to 
its  anti-fungal  and  anti-bacterial 
properties.  For  feet,  the  oil 
claims  to  be  an  effective  treat- 
ment for  at  hlete's  foot. 

Australian  Bodycare  has 
introduced  a  foot  treatment 
lotion  containing  5  per  cent  tea 
tree  oil,  which  can  be  used  to 
treat  and  prevent  athlete's  foot, 
as  well  as  cracked  skin  and  foot 
odour. 

The  most  recent  addition  to 
the  Canesten  AF  range  is  a  solu- 
tion spray,  which  is  fast  drying 
and  hassle  free  to  use.  Research 
by    manufacturer    Bayer  has 


shown  that  while  women  prefer 
a  cream  to  treat  athlete's  foot, 
men  prefer  to  use  a  spray.  The 
range  contains  the  active  ingredi 
enl  clotrimazole,  which  is  anti- 
bacterial as  well  as  anti-fungal. 

Research  by  the  company 
found  that  there  is  a  lack  of 
understanding  about,  the  liesl 
way  to  treat  athlete's  foot,  with 
half  of  all  customers  asking  for 
advice. 

Combe  International's  Com- 
fort. Step  Insoles  are  designed  for 
women  who  spend  a  lot.  of  time 
on  their  feet  and  who  wear  fash- 
ion shoes.  The  insoles  are 
trimmed  to  give  extra  space  to 
the  Iocs  and  have  cushioned  sup- 
port under  the  heel  and  ball  of 
the  foot.  They  also  contain 
deodorisers  to  keep  feet  smelling 
sweet.  The  insoles  will  be  adver- 
tised in  women's  magazines  and 
newspapers  from  February  until 
the  end  of  May. 

Smit  h  &  Nephew  has  entered 
the  loot,  care  market  with  the 
launch  of  Elastoplast,  for  Feet. 
Packs  contain  112  plasters  in  four 
different  shapes  to  help  heal  a 
variety  of  foot  ailments,  from 
blisters  to  cuts  and  stings.  There 
are  four  cushioned,  two  shaped 
cushioned,  three  fabric  and  three 
adhesive  film  plasters. 

Foot  pampering 

Foot  care  is  no  longer  just,  con- 
fined to  treating  problems  as 
they  arise.  In  fact,  the  majority  of 
minor  foot  complaints  could  he 


The  Canesten  AF  range  includes 
a  cream,  powder  and  most 
recently  a  fast  drying  solution 
spray  to  fight  athlete's  foot 

easily  prevented  with  a  little  reg- 
ular care  and  attention  -  which  is 
where  the  new  foot  pampering 
products  come  into  their  own. 

A  fast,  growing  sector,  these 
products  range  from  luxurious 
aromatherapy  soaks  and  oils,  to 
creamy  massage  lotions  with 
exotic,  fragrant  ingredients,  and 
cooling  gels  for  relieving  tired 
feet  and  sprays  to  keep  them 
smelling  sweet,  whatever  the 
weather. 

If  you're  t  hinking  about  set  t  ing 
up  a  foot  pampering  section  in 
your  store,  Scholl's  Martin  Hod- 
son  recommends  you  stock  the 
following  basic  products  for 
starters:  a  foot  bath  product, 
moisturising    cream,  exfoliant 

Continued  on  P24  > 
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uld  be  avoided  by  patients  with  a  stomach  ulcer 
ther  stomach  disorder.  Asthmatics,  anyone  allergic 
isprin,  anyone  receiving  regular  medication  and 
inant  women  should  be  advised  to  consult  their 


doctor  before  taking  Nurofen  Cold  &  Flu.  Not 
recommended  for  children  under  12.  If  symptoms 
persist  for  more  than  3  days  patients  should  consult 
their  doctor.  Product  Licence  Number:  Nurofen 


Cold  &  Flu  0327/0060.  Licence  holder:  Crookes 
Healthcare  Limited,  Nottingham  NG2  3AA.  Legal 
Category:  R  Price:  £2.49  for  12,  £3.95  for  24.  £5.19 
for  36.  Prices  correct  at  the  time  of  going  to  press. 
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Crookes  Healthcare's  E45  range 
can  be  used  to  soften  hard  skin 

and  maintain  a  protective  barrier 
on  the  skin 

Continued  from  P23 

cream,  foot,  file  and  nail  clippers. 
At  Mavala,  technical  manager 
Jenny  Wiles  recommends  a  cool- 
ing foot  gel  for  tired  feet,  plus  a 
deodorant  spray  and  foot  talc. 

"A  simple  daily  foot  routine 
could  prevent  common  prob- 
lems," says  Martin  Hodson.  "It 
only  takes  five  minutes  and 
should  include  soaking  feet  in  a 
foot  bath,  exfoliating  rough  skin 
with  a  cream  or  foot  file,  then 
smoothing  skin  with  a  moisturis- 
ing cream.  However,  evidence 
suggests  that  very  few  people 
take  care  of  their  feet  -  only  one 
in  ten  people  claim  to  have  no 
foot  complaints." 

When  washing  your  feet, 
Crookes  Healthcare  advises 
adding  E45  Bath  to  the  water  to 
soften  hard  skin.  Alternatively  an 
emollient  cleanser  such  as  E45 
Wash  will  help  to  soften  the  skin 
without  drying  it  . 

Christy's  Feet  Treats  are  now 
available  in  75ml  tubes  as  well  as 
sachets  to  pamper  sore,  tired 
feet.  The  range  includes  Revital- 
ising Foot.  Soak,  Revitalising 
Scrub,  Massage  Cream  and  Con- 
ditioning Cream,  all  of  which 
contain  natural  ingredients. 

Nail  experts  Mavala  has  intro- 
duced the  Swiss  Foot  Care  range. 
The  range  of  eight  products 
includes  Deodorising  Foot  Gel, 
Cooling  Talcum  Powder, 
Smoothing  Scrub  Cream  and 
Concentrated  Foot  Bath. 

Ahava  UK  says  the  unique 
combination  of  Dead  Sea  miner- 
als and  plant  extracts  in  its  Bath 
Salts  and  Foot  Care  Cream  help 
cleanse,  soften  and  moisturise 
the  skin.  Ahava  Foot  Care  Cream 
(100ml,  £7.50)  is  an  easily 
absorbed  moisturising  cream 
which  can  also  be  used  on  the 
legs.  The  cream  can  also  help 
deodorise  the  feet  as  the  Dead 
Sea  minerals  inhibit  the  forma- 
tion of  bacteria  associated  with 
'cheesy  feet.'.  Ahava  Dead  Sea 
Mineral  Bath  Salts  (1kg,  S10.95) 
can  be  used  as  a  foot  spa  to 
soothe  and  refresh  tired  feet. 


Let's  get  ready  t 


Sarah  Purcell  takes  a 
long  look  at  leg  care 

Support  hosiery  has  come  a 
long  way  since  the  days  of 
baggy  ankles  and  extra 
thick  stockings.  These  days 
you'd  be  hard  pressed  to 
tell  support  hosiery  apart,  from 
fashion  hosiery,  such  are  the 
improvements  in  appearance  and 
comfort. 

However,  there  are  women  out 
there  who  could  benefit  from 
wearing  support  hosiery,  but  still 
have  prejudices  about  it,  un- 
aware how  much  it's  changed 
since  the  days  when  their  mother 
and  grandmothers  wore  it. 

The  NHS  compression  hosiery 
market  is  worth  S6.23  million,  up 
by  10  per  cent  last,  year,  while 
OTC  sales  are  worth  &50m,  with 
growth  of  around  6-7  per  cent  in 
the  past  year.  It's  still  a  strong 
market  for  pharmacy,  with  the 
high  level  of  advice  which  is 
needed  for  measuring  and  fitting 
compression  hosiery. 

"Pharmacists  need  to  be  aware 
of  the  importance  of  the  measur- 
ing and  fitting  service  they  pro- 
vide, which  is  part  of  their  con- 
tract. With  leg  ulcer  patients,  it's 
vital  to  get  it  right  -  if  hosiery  is 
too  big,  the  ulcer  won't  heal, 
while  if  it's  too  tight  it  can  cause 
other  problems,"  says  Kimby 
Osborne,  compression  hosiery 
training  manager  at  Scholl.  "They 
should  also  be  aware  that  if  they 
don't  offer  this  service,  practice 
nurses  will  recommend  their 
patients  to  a  pharmacist  who 
does  provide  it." 

Around  100,000  people  suffer 
from  leg  ulcers  in  the  UK  at  any 
one  time,  costing  the  NHS  &400m 
a  year.  In  addition,  around  6  mil- 
lion people  suffer  from  varicose 
veins,  which  without  effective 
treatment  could  develop  into 
venous  leg  ulcers. 

In  recent  years,  compression 
hosiery  has  been  shown  to  play 
an  important  role  in  both  pre- 
venting recurrence  of  ulcers  as 
well  as  treating  them.  On  aver- 
age, those  patients  who  wear 
compression  hosiery  have  only  a 
26  per  cent  risk  of  recurrence, 
compared  with  a  70  per  cent  risk 
in  those  who  don't  wear  any.  Just 
18  months  after  treatment,  57  per 
cent  of  leg  ulcer  patients  who 
don't  continue  wearing  compres- 
sion hosiery  can  expect  a  recur- 
rence, compared  with  28  per  cent 
of  those  who  do  wear  it. 

As  well  as  a  good  fitting  and 
measuring  service,  Ms  Osborne 
says  pharmacists  should  advise 
on  how  frequently  compression 


hosiery  needs  to  be  replaced  - 
every  three  months. 

"This  is  vital  with  leg  ulcer 
patients,  otherwise  the  hosiery 
doesn't  work  properly  and  the 
ulcer  can  recur.  Leg  ulcer  depart- 
ments now  audit  for  recurrence 
in  patients  and  have  to  investi- 
gate the  reasons  why  ulcers 
recur.  A  pharmacist  could  be 
held  responsible  if  the  correct 
advice  is  not  given." 

To  help  ensure  this  doesn't 
happen,  Scholl  has  set  up  a  train- 
ing team  to  talk  to  pharmacists 
and  assistants  about  the  use  of 
compression  hosiery,  and  is 
going  into  schools  of  pharmacy 
to  present  to  students.  Scholl  has 
been  invited  to  train  all  phar- 
macy technicians  in  the  UK  to 
NVQ  standard.  The  company  has 
also  updated  its  'Complete  Scholl 

Continued  on  P26  ► 


ELBEO 


Elbeo  is  being  relaunched  this 
spring  with  improved  comfort,  fit 
and  colours,  as  well  as  new 
packaging 


24 
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We're  shaping  up  for  an 
innovation  in  NRT. 
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FOOT  CARE 


Continued  horn  P24 

Guide  to  Healthcare  for  Legs', 
which  gives  information  on  all 
the  issues  and  products  pharma- 
cists need  to  know. 

The  new  Scholl  Swatch  Card 
can  help  overcome  any  prejudice 
patients  may  have  about,  wearing 
compression  hosiery,  demon- 
strating the  new  improved  tex- 
tures and  colours  now  available. 

Lighter  support 

"Now  we're  seeing  more  younger 
women  wearing  the  lighter  sup- 
port hosiery  as  it's  available  in 
much  finer  deniers  than  before," 
says  Kimby  Osborne.  "However, 
a  mistake  many  women  still 
make  is  to  think  that  by  wearing 


hosiery  with  Lycra  in  it  they  are 
providing  some  support  -  you 
need  graduated  hosiery  to  do 
this,  not  just  Lycra." 

Support  tights  have  seen  huge 
improvements  in  recent  years. 
Kimby  Osborne  puts  this  down 
to  several  factors: 

•  use  of  nylon  and  Lycra  to 
improve  fit  and  comfort 

•  reinforced  heels  and  toes  to 
prevent  wrinkling 

•  better  colour  range 

•  thigh  length  and  below  knee 
stockings  now  available 

•  light  er  weight,  so  cool  to  wear 
in  summer. 

Who  can  benefit? 

Lots  of  women  could  benefit 
from  wearing  support  hosiery, 


and  they  include: 

•  anyone  with  a  family  history 
of  varicose  veins  -  wearing  sup- 
port tights  early  on  could  help 
prevent  them 

•  anyone  who  is  on  their  feet  a 
lot  or  in  a  sedentary  job 

•  all  pregnant  women.  Kimby 
Osborne  says  that  this  doesn't 
just  apply  during  the  last  couple 
of  months  of  pregnancy,  but  all 
the  way  through.  "In  the  early 
stages  of  pregnancy,  hormonal 
changes  take  place  which  cause 
the  vein  walls  to  slacken,  making 
varicose  veins  more  likely." 

Maximise  sales 

To  ensure  maximum  sales  of 
compression  hosiery,  Kimby 
Osborne  has  this  advice: 


Scholl  has  updated  its  compression  hosiery  guide  for  health  professionals  and  now  provides 
a  swatch  card  and  fitting  socklets 


Have  you  seen 

dot  Pharmacy 


recently? 

You  may  be  surprised  at  how  we've 
grown!  If  you  have  access  to  the  Inter- 
net, then  Chemist  &  Druggists  own 
World  Wide  Web  pages  should  be  top 
of  your  bookmark  list.  You'll  find  us  at: 

http://www.dotpharmacy.co.uk 
;  ■  ■>:,  v  ■     yoy  oeed  a  reason  to  vosif  our 
electronic  magazine,  here's  a  dozen: 


•  recommend  a  second  pair  for 
wash  and  wear 

•  ensure  that  GPs  write  FP10 
for  pairs 

•  offer  a  choice  of  colours 

•  ensure  patient  compliance,  as 
this  will  lead  to  repeat  sales 

•  layer  hosiery  for  better  com- 
pliance -  for  example,  two  Class 
Is  can  be  worn  instead  of  a  Class 
2,  or  a  Class  1  worn  over  a  Class 
3  instead  of  one  Class  3 

•  advise  customers  to  replace 
hosiery  every  three  months 

•  recommend  anklets  and 
kneecaps  for  tissue  and  muscle 
strains. 

New  products 

The  Elbeo  range  of  support 
hosiery  is  being  relaunched  this 
spring. 

There  will  be  improvements  to 
products  including  comfort 
waistbands,  reinforced  toes,  a 
high  Lycra  content  and  flat 
seams  to  give  a  smooth  line 
under  clothes. 

The  packaging  will  be  updated, 
and  will  include  a  commitment 
to  manufacturing  quality. 

The  relaunched  range  will 
comprise  four  styles,  offering  dif- 
fering degrees  of  compression 
(in  brackets):  Mirage  (6),  Sheer 
Magic  (8),  Caresse  (10)  and  Sup- 
port Plus  (12).  There  will  also  be 
an  extended  choice  of  shades 
available. 

The  Elbeo  brand  will  be  sup- 
ported by  a  PR  campaign  to  raise 
awareness  of  the  products. 

•  Every  week,  the  top  news  stories  in  C&D 
appear  on  our  site  BEFORE  the  postman 
delivers  your  magazine 

•  If  the  news  happens  after  C&D  has  gone  to 
press,  the  story  is  on  dotpharmacy 

•  We  still  hold  the  major  news  stories  from 
every  issue  of  C&D  in  1997 

•  Looking  for  staff?  We  carry  the  pick  of  the 
classified  ads 

•  E-mail  us  and  your  letter  could  be  pub- 
lished tomorrow! 

•  Pharmacyupdate  training  modules  now 
appear  regularly 

®  Printable  question  forms  are  also  included 

•  Newcomers  will  find  a  two-part 
introduction  to  the  internet 

•  The  latest  dates  and  venues  for  exhibitions 
and  conferences  can  be  found  here 

®  There  are  links  to  other  WWW  sites  of 
interest  to  pharmacists 

•  Quarterly  Business  Trend  Survey  figures 
are  a  new  feature 

•  Key  articles  from  C&D  -  such  as  '2000,  the 
computer  nightmare'  -  are  carried 
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Our  sensational  £6S  million 
advertising  campaign  is  taking  shape. 
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PERSONAL  OPINION 


to  find  the  time  to  retire 


A  year  ego  Scottish 
locum  Anne  Knox  left 
the  big  city  to  retire  ... 
but  cutting  the  links 
hasn't  proved  that  easy 

Time  to  pack  away  the  tin- 
sel and  change  the  Christ- 
mas grotto  hack  to  the  pic- 
turesque pharmacy  so  be- 
loved of  summer  tourists. 
Time  also  to  fde  away  I  he 
Christmas  cards  from  contem- 
poraries. According  to  the 
cards,  my  friends  all  seem  to  be 
tying  the  last  knots  to  bring  their 
working  lives  to  a  tidy  end. 

flow  do  they  do  it?  How  do 
they  retire?  You  might  think, 
after  reading  all  the  lamentations 
over  the  state  of  the  pharmaceu- 
tical  profession,  that  more  than 
40  wor  king  years  were  enough. 

You  might  even  think  that  liv- 
ing in  the  back  of  beyond  would 
make  it  easy.  You'd  be  wrong. 
Those  miles  of  twisting  single- 
track  roads  out  of  the  glen  don't 
provide  much  protection.  News 
t  r  avels  faster  than  a  car. 

I  began  with  orre  day  a  week  in 
the  nearest  coastal  resort,  think- 
ing it  couldn't  produce  the  vol- 
ume of  dispensing  churned  out  in 
the  inner  city.  I  was  wrong  again. 
Morning  brings  a  familiar  sce- 
nario: the  snake  of  labels 
churned  out  by  the  computer  list- 
ing the  order  to  replace  yester- 
day's dispensed  stock. 

By  6pm  I  abandoned  the  day's 
unfinished  work  until  the  tread- 
mill could  crank  up  again  the 
next  morning.  Customers  are  an 
unwelcome  hiccup  in  the  pro- 
duction line.  This  is  barely  toler- 
able in  the  prime  of  life.  Sooner 
or  later  you  have  to  come  to  your 
senses  and  escape! 

A  little  job  is  the  next  tempta- 
tion, only  40  miles  to  drive 
instead  of  nearly  70.  Children 
now  living  'down  south'  think 


mother  is  rrrad  to 
go  driving  around 
twisting  country 
roads  with  no  car 
phone,  but  car 
phones  have  to 
have  a  signal.  Any- 
way, they  are 
probably  jealous 
of  the  beautiful, 
empty  roads  I  t  ake 
to  work,  espe- 
cially irr  the 
autumn. 

Four  hours  irr  the  middle  of  the 
day,  four  days  a  week  doesn't 
seem  too  bad.  No  more  driving 
through  black  sleet,  wondering  if 
it's  going  to  turn  to  a  blizzard  at 
the  summit  of  the  glen.  It's  only 
temporary,  until  the  owner- 
makes  some  other  arrangement. 

The  temporary  job  has  cele- 
brated its  first  birthday,  with  no 
other  arrangement  appearing  on 
the  horizon. 

Well,  why  worry?  We  have 
pleasant  customers.  Even  the 
local  nobility  are  trained  to  ask 


for  their  tablets 
well  in  advance. 
My  first  problem 
was  faces:  I  found 
myself  expected 
to  put  the  right 
name  to  the  right 
prescription  after 
a  month.  It  took 
an  embarrass- 
ingly long  time, 
because  nobody 
is  called  by  their 
surname.  Even  now  I  can  be 
foxed  by  a  request  for  "my 
gr  anny's  tablets". 

At  least  there's  no  rush,  not 
when  dealing  with  the  locals. 
Collecting  their  prescription 
gives  them  another  chance  for  a 
wee  chat. 

Coaches  are  another  matter. 
We  have  shoals  of  them  in  the 
summer,  disgorging  their  passen- 
gers to  see  the  sights  (which 
include  our  little  establishment ). 
They  offer  a  convincing  argu- 
ment against  polypharmacy. 
Someone  is  sure  to  have  miscal- 


culated their  holiday  drug  needs. 

Without  an  exceptionally 
obliging  local  doctor  we,  and 
they,  would  have  a  problem.  This 
is  a  pharmacy,  the  medicines  are 
in  the  back.  Why  can't  I  just  hand 
them  over?  They  only  need  a  few 
to  last  till  they  get  home  -  and  the 
coach  is  leaving  in  ten  minutes. 

The  prize  for  absentminded- 
ness  has  to  go  to  the  man  who 
forgot  his  MST,  and  the  prize  for 
impatience  has  to  go  to  his  wife 
who  huffed  and  puffed  through 
t  he  phone  calls  it  took  to  arrange 
an  emergency  supply.  It  was  mor- 
phine, he  needed  it.  What  was  the 
pr  oblem?  It  can  be  hard  to  keep 
the  professional  courtesy  in 
place  while  you're  being  treated 
like  a  vending  machine. 

Foreign  tourists  can  be  fun. 
They  assume  that  everyone  on 
our  island  is  monoglot,  which 
doesn't  happen  to  be  true  in  my 
case.  My  CV  would  include  a  year 
working  for'  a  pharmaceutical 
firm  in  Austria.  I  was  puzzled  at 
first  by  the  volume  of  sales  of 
Bach  Flower  remedies  to  Ger- 
mans, until  I  realised  that  our 
prices,  even  with  a  strong  pound, 
are  way  below  continental 
prices. 

We  deal  with  all  of  them;  doc- 
tors, dentists  and  pharmacists.  I 
have  to  admit  that  the  pharma- 
cists are  the  worst.  If  they  can  sell 
it  in  Italy,  why  can't  I  sell  it  here? 

Going  to  work  amuses  me.  I 
like  people,  the  friendly  natives, 
the  muddled  elderly  tour  ists,  and 
even  the  occasionally  demand- 
ing for  eigners.  It  doesn't  feel  like 
work,  not  when  the  boss  does  all 
the  paperwor  k  and  the  assistant 
is  willirrg  and  competent  when 
we  do  have  an  occasional 
avalanche  of  prescriptions. 

It's  not  such  a  bad  profession 
after  all.  What  other  job  would 
pay  you  to  spend  16  hours  a 
week  meeting  a  fascinating 
assortment  of  the  human  race? 


A  f\f\  chooo!  COUGH  -cough, 
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Ihlorpheniramine,  Phenylpropanolamine 


For  further  information  contact  product  licence  holder.  SmithKline  Beecham  Consumer  Healthcare,  Brentford,  TW8  9BD,  U.K.       registered  trade  n 
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"NICOBETTE  Vmtandoil 
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NICDREJTE 

Inhalator 

You  can  do  it.  Nicorette  can  help. 


TRY 

one  of  lH]?SE 


r..T 


W£'re  m  grazf  shape  with 
stunning  point  of  sale. 
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Who's  shaping  the 
future  ofNRT? 


You  can  bet  it's  Nicorette. 


The  Nicorette  Inhalator  is  unique.  For  the  first  time 
your  customers  will  be  able  to  relieve  both  their 
physical  and  behavioural  cravings.  This  innovative 
form  of  NRT  combined  with  a  massive  £6.5  million 
advertising  campaign  is  bound  to  cause  a  great 
demand.  Stock  up  now  and  be  in  shape  to  meet  it. 


Pharmacia 
&Upjohn 


NICORETTE 

Inhalator 


Contains  nicotine 


r01  '  Information:  Nicorette  Inhalator  10  mg.  Presentation:  Inhalation  Cartridge  containing  lOmg 
co  i  for  oromucosal  use  via  a  mouthpiece.  Indications:  Nicotine  dependence  and  symptom  relief  in 
tic  g  cessation.  Dosage:  Adults  b  Elderly  -  6-12  Cartridges/day  for  8  weeks,  reducing  gradually  to 
iro  er  the  next  4  weeks.  Children  -  contra-indicated  below  age  18  years.  Contra-indications: 
to  nee  to  menthol  or  nicotine.  Pregnancy  and  lactation.  Non  tobacco  users  Special  Warnings: 
Sj  moking  before  use.  Best  used  at  room  temperature.  Caution:  In  peptic  ulcer,  recent  myocardial 
fffl  in,  arrhythmias,  hypertension,  peripheral  vascular  disease,  gastritis,  renal  or  hepatic  disease, 


diabetes,  hyperthyroidism,  phaeochromocytoma.  Interactions:  Dose  of  some  drugs  may  need  adjusting 
-  see  leaflet.  Side  Effects:  Most  commonly  cough,  irritation  of  nose,  mouth  and  throat,  gastro-intestinal 
symptoms  Pharmaceutical  Precautions:  Store  below  30  C  Legal  Category:  P  Package  quantities 
and  cost:  6 -Starter  Pack  -  £3.39,  42 -Refill  Pack -£11.37  (PL0022/01 63.)  (Trade  price  correct  at  time 
of  printing.)  Date  of  Preparation:  November  1997.  Disposal  Instructions:  Used  cartridges  still 
contain  nicotine  and  are  thus  hazardous.  Return  to  foil  tray  and  dispose  of  in  household  rubbish. 
PL.  Holder:  Pharmacia  Laboratories  Ltd.,  Davy  Avenue,  Milton  Keynes  MK5  8PH.  Tel:  01908  661101. 


PHARMACY  IN  A  NEW  AGE 


ughts  on  a  new 


the  'New  Age'  will  only 
survive  if  the  Royal 
Pharmaceutical  Society 
addresses  the  problem 
of  business  management 
skills,  argues  Barrie 
McCormick 


Few  would  disagree  with 
the  need  for  the  'Phar- 
macy in  a  New  Age'  initia- 
tive to  "set  out  on  a  jour- 
ney towards  the  future  of 
healthcare".  After  all,  how  long  is 
it  since  the  Nuffield  Report  was 
published  and,  in  large  measure, 
ignored? 

Now  we  are  seeing  the  profes- 
sion almost  trying  to  re-invent 
itself.  But  is  this  almost  feverish 
emphasis  on  developing  new  or 
extended  roles  entirely  correct? 
With  so  much  of  pharmacists' 
time  spent  on  dispensing,  it 
seems  that  the  profession  has 
become  less  aware  of  con- 
sumers' needs  and  expectations. 

The  public  might  like  us,  but 
apart  from  consulting,  with  the 
profession  mostly,  have  we  really 
established  what  the  public  want 
from  community  pharmacy? 

To  have  pharmacists  display- 
ing pr  ofessionalism  based  upon 
sound  pharmaceutical  training  is 
fine,  but  since  when  could  phar- 
macy divorce  itself  from  the  real- 
ities of  business? 

The  profession  needs  more 
than  people  with  a  pharmacy 
degree  coupled  with  enthusiasm 
for  the  concept  of  pharmacy  to 
be  the  first  port  of  call  for  the 
public's  health  needs. 

If  pharmacists  are  to  con- 
tribute to  public  health  in  ways 
that  allow  community  pharmacy 
to  survive,  are  profitable  yet 
cost-efficient,  while  still  meeting 
people's  real  needs,  there  must 
be  not  only  medication  manage- 
ment, but  also  competence  in 
communication  and  financial 
management. 

The  medical  profession  has 
endeavoured  to  meet  profes- 
sional and  business  challenges 
with  t  he  formation  of  group  prac- 
tices and  by  employing  practice 
managers  and  ancillary  para- 
medical staff,  including  some 
pharmacists.  Nowadays,  few 
professionals,  other  than  retail 
pharmacists,  work  in  day  to  day 
isolation. 
The  September  1997  issue  of 


If  pharmacists  are  to  contribute  to  public  health  in  cost-efficient  ways,  there  must  be  financial  management 


the  Community  Pharmacists' 
Group  newsletter  contains  a  per- 
tinent statement  from  Joanne 
West  regarding  healthcare  and 
business  opportunities. 

While  agreeing  that  we  should 
not  provide  our  services  for'  less 
than  their'  worth,  she  describes 
her  frustration  "when  pharma- 
cists complain  so  often  about 
remuneration",  and  goes  on  to 
describe  specific  community 
pharmacy  services  which  would 
improve  sales  and  r  elations  with 
GPs  and  the  public. 

Despite  pharmacists'  justifi- 
able discontent  with  falling  NHS 
r  eturns  and  their  voicing  of  rea- 
sons why  the  Government  must 
pr  ovide  new  money  for  the  addi- 
tional services  which  could,  or 
should,  be  provided,  additional 
government  funding  is  unlikely 
while  pharmacies  are  profitable. 

When  we  see  companies  such 
as  Tesco,  Superdrug,  Boots  the 
Chemists  or  Unichem  scrabbling 
for'  National  Health  Service  dis- 
pensing contracts  by  buying  or 
relocating  pharmacies,  why 
should  government,  pay  phar- 
macy more? 


The  profession  is  undoubtedly 
underpaid  for'  its  professional 
services  and  responsibilities.  But 
this  should  not  stop  it  continu- 
ally reviewing  the  manner  in 
which  it  presently  does  things,  or 
how  it  could  be  doing  new 
things. 

At  a  recent  symposium  which 
discussed  the  'New  Age'  initia- 
tive, one  pharmacist,  said:  "If 
you  want  quality  premises,  they 
must  be  funded."  Well,  funding 
certainly  will  not  come  from 
government. 

To  stay  in  business,  it  is  your 
r  esponsibility  to  find  how  to  fund 
improvement  s  and  increase  prof- 
itability. If  you  do  not  know,  find 
out,  or  close  your  doors. 

But  the  public  and  politicians 
alike  can  see  Boots  and  t  he  phar- 
macy multiples  showing 
increased  profits  from  their  com- 
munity pharmacies,  even  with 
the  present  remuneration  sys- 
tem. Independent  community 
pharmacists  must  learn  how 
these  profits  are  achieved  and 
apply  those  lessons  to  their  own 
businesses.  The  multiples,  alorrg 
with  a  limited  number  of  ent  re- 


preneurial independent  pharma- 
cists, have  bright  modem  phar- 
macies which  invite  customers 
to  shop  there. 

The  Centre  for  Pharmacy  Post- 
graduate Education  (CPPE)  and 
its  distance  learning  course  will 
not  alone  ensure  the  survival  of 
t  he  pharmaceutical  profession.  It 
is  necessary  to  display  and  use 
that  upgraded  academic  knowl- 
edge to  show  a  profit  in  terms  of 
money  in  addition  to  improved 
public  well-being. 

Information  technology  pro-  J 
vides  financial  and  pr  ofessional 
data  which  users  can  apply  to  the  j 
operation  of  their  pharmacies. 
With  EPoS,  businesses  have 
achieved  increased  profit  mar- 
gins with  reduced  stock  levels; 
managers  are  better  informed 
about  what  is  and  is  not  selling; 
and  product  ranges  can  be 
quickly  adjusted. 

Few  independent  pharmacists 
know,  or  regularly  review,  their  I 
sales  per  metre  of  shelf  space; 
sales  value  per  staff  member  or 
sales  value  per  customer  this 
year/month  versus  previous  peri- 
ods. Too  many  independent  com- 
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munity  pharmacists  appear  to 
consider  suc  h  informal  inn  a 
waste  of  time  -  but  ask  a  Boots 
or  Tesco  sales  executive  and  see 
if  he  or  she  agrees! 

According  to  its  Charter,  the 
Pharmaceutical  Society  is 
required  "to  promote  the  inter- 
ests of  the  mem- 
bers in  their  exer- 
cise of  the  profes- 
sion of  phar- 
macy". The  Char- 
ter also  calls  upon 
the  Society  "to 
promote  pharma- 
ceutical educa- 
tion". 

For  too  long,  the 
Society's  Council 
has  appeared  to 
view  these  objec- 
tives from  a  nar- 
row, academic  per- 
spective and  has 
failed  to  consider  the  commercial 
section  of  pharmacy  where  most 
members  of  the  Royal  Pharma- 
eutical  Society  earn  their  living. 
Whether  it  be  consideration  of 
manpower  needs,  IT,  researched 
new  remuneration  models,  prof- 
itability of  NHS  dispensing  or  per- 
sonnel management,  the  Council 
must  demonstrate  that  it  under- 
tands  today's  business  world  and 
help  its  members  to  do  likewise. 

In  the  name  of  continuing  pro- 
essional  education,  the  Society 
las  approved  the  work  of  the 
'PPE  and  articles  on  healthcare, 


drugs  and  medical  treatments 
that  regularly  appear  in  the  phar- 
macy press.  Bui  when  will  the 
Council  work  with  the  National 
Pharmaceutical  Association,  I  lie 
pharmaceutical  press  and  indus- 
try to  support,  on  a  subsidised 
basis,  the  availability  of  distance 
learning  courses 
in  business  man- 
agement, commu- 
nication, staff  sel- 
ection and  train- 
ing or  the  devel- 
opment of  retail- 
ing skills? 

To  remain  in 
business  as  an 
independent  com- 
munity pharma- 
cist today,  these 
matters  are  no 
less,  and  possibly 
more,  important 
than  some  of  the 
study  courses  currently  available 
from  the  CPPE. 

Regrettably,  pharmacists  place 
a  low  priority  on  staff  training 
and  too  many  fail  to  support 
industry  efforts  to  improve  the 
situation.  Formal  business  stud- 
ies within  universities  and  after 
graduation  must  receive  the 
Council's  imprimatur. 

It  is  surely  significant  that 
major  pharmacy  multiples  offer 
their  staff  in-house  training  to 
develop  management  skills,  as 
well  as  encouragement  to  con- 
tinue their  professional  develop- 


Lambeth's 
proximity  to 
Westminster  has 
brought  few 
rewards  to 
pharmacy 


mi  Mil  Many  smaller  pharmacy 
groups  which  could  adopt  a  sim- 
ilar approach  fail  to  do  so  and,  as 
a  result,  are  now  rapidly  being 
taken  over  by  pharmacy  multi- 
ples or  supermarket  groups. 

The  facts  are  there  for  all  inde- 
pendent pharmacists  to  see  and 
either  act  positively  to  survive  - 
or  quietly  sell  out  to  the  multiple 
t  hat  will  pay  the  highest  price. 

It  is  not  enough  for  the  Council 
to  hide  its  inadequacies  in  the 
field  of  commerce  and  manage- 
ment by  declaring  that  the  Soci- 
ety's Charier  prevents  it  from 
officially  considering  and  pro- 
moting the  business  side  of  phar- 
macy. 

Community  pharmacy  has 
always  been  retail  pharmacy  and 
there  is  nothing  unprofessional 
about  that  -  unless  it  is  the  indi- 
vidual behind  the  pharmacy 
counter. 

Recent  moves  to  consider 
reorganisation  of  the  Council's 
work  and  the  Society's  manage 
ment  structure  are  to  be  com- 
mended, even  though  they  are 
long  overdue 

There  is  also  a  need  for  closer 
co-operation  with  the  NPA  and 
the  Pharmaceutical  Services 
Negotiating  Committee  to  pro- 
vide well-researched  informa- 
tion showing  how  community 
pharmacy  and  professional  ini- 
tiatives can  benefit  the  public, 
while  saving  the  government 
money. 


Council  should  survey  public 
attitudes  and  cany  out  appropri- 
ate market-style  research  before 
making  major  decisions  affect- 
ing the  profession. 

Council  needs  to  be  construc- 
tive. Lambeth's  proximity  to 
Westminster  has  broughl  lew 
rewards  to  pharmacy. 

It  may  seem  like  a  turkey  vot- 
ing for  Christmas,  bul  the  profes- 
sion should  be  submitling 
soundly  researched  ideas  to 
politicians  and  the  bureaucracy 
on  alternatives  to  the  patient 
contribution,  or  ways  to  cut  the 
drug  bill,  or'  how  to  rationalise 
pharmacy  distribution,  or'  how  to 
provide  better  public  health 
information  from  pharmacies,  or 
how  pharmacy  amalgamations 
(despite  difficulties  for  some 
sections  of  pharmacy)  would 
give  a  better  service  to  the  health 
professions  and  their'  patients 
arrd  the  general  public 

Only  then  will  pharmacy  gairr 
active  recognition  from  govern- 
ment and  be  better  equipped 
with  more  professional,  finan- 
cially viable  pharmacies  to  pro 
vide  the  services  to  the  public 
that  we  say  we  are  capable  of 
doing  and  want  to  do. 

For  a  science-based  profes- 
sion which  should  be  able  to  doc- 
ument its  work,  the  Royal  Phar- 
maceutical Society  of  Great 
Britain  still  knows  very  little 
about  itself  and  its  real  value  to 
government  and  the  public. 


A  major  plus  for  ear  care 

plus  CI  inically  proven  to  remove 
problem  earwax. 


plus  Significantly  reduces  the  need  for  syringing. 

plus  Relieves  inflammation,  providing  fast  relief 
from  irritation  and  earache. 


Abbreviated  Product  Information:  Presentation:  Ear  drops  containing  Choline  Salicylate  (50%  Solution)  43.22%  w/v  and  Glycerol  BP 
1  2.62%  w/ v  Indications:  For  the  symptomatic  relief  of  earache  in  acute  and  chronic  otitis  medio  and  external.  Softening  of  earwax  as  an 
aid  to  earwax  removal  Legal  Category:  P  Product  Licence  Holder:  Seton  Healthcare  Group  pic,  Tubiton  House,  Oldham,  OL1  3HS  Earex 
is  o  Trade  Mark  of  Seton.  Further  information  is  available  from  the  Licence  Holder 
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BEFORE  YOU  MAKE  UP  YOUR 
MIND  ABOUT  PERSONA 


You  may  be  aware  of 
recent  publicity  in  the 
media  about  PERSONA, 
some  of  which  has  been  inaccu- 
rate. When  anything  new 
comes  onto  the  scene  it  will 

alwavs  attract  a  lot  of  attention 

j 

so  it  is  important  that  you  have 
the  facts. 

WHAT  IS  PERSONA? 
PERSONA  is  a  completely  new  and  I 
natural  method  of  family  planning 
which  works  with  your  body. 

A  woman  can  only  get  pregnant  on  a 
few  days  each  month  and  therefore, 
does  not  need  to  use  contraceptives 
on  most  days.  By  monitoring  two  key 
hormones  to  identify  the  start  and 
end  of  the  fertile  phase,  PERSONA 
tells  a  women  which  days  these  are. 

CAN  WOMEN 
TRUST  PERSONA? 

PERSONA  is  the  result  of  15  years 
research  and  it  has  been  tested  in  one  ot 
the  largest  clinical  trials  ever 
conducted  in  Europe  tor  contraceptive 
products. 

Based  on  the  data  from  these  trials, 
PERSONA  is  94%  reliable  when  used 
according  to  instructions  and  as  the  only 
method  of  contraception.  This  means 
that  it  100  women  use  the  product  for 
one  year,  6  could  expect  to  become 
pregnant  as  a  result  of  PERSONA 
incorrectly  identifying  the  fertile  period. 

WHAT  DOES  THE 
DEPARTMENT  OF  HEALTH 
THINK  OF  PERSONA? 

Unipath  made  all  of  their  trial  data  avail- 
able to  the  Ml) A  to  enable  them  to  make 
an  independent  evaluation.  After  an 
exhaustive  study  into  the  efficacy  and  reli- 
ability of  PERSONA  the  Medical  Devices 


KNOW 
THE 
FACTS 


PERS<5NA  ■ 


Agency  welcomed  it  as  a  "useful  addition  to 
the  range  of  contraceptive  choice".  Their 
appointed  expert,  who  evaluated  the 
PERSONA  clinical  trial  said  that  it  was 
one  of  "the  best"  he  had  seen  and  conclud- 
ed that  he  "accepted  without  reservation, 
the  results" 

WHAT  DOES  THE 
MEDICAL  PROFESSION 
THINK  ABOUT  PERSONA? 

"A  major  scientific  advance"  John 
Bonnar,  Professor  of  Obstetrics  and 
Gynaecology,  Trinity  College  Dublin. 

"A  useful  adjunct  to  our  armoury  of  contra- 
ceptive methodology"  -  John  Newton, 
Professor  of  Obstetrics  and  Gynaecology, 
Birmingham  Women's  Hospital. 


PERSONA 

CONTRACEPTION  THAT  WORKS  WITH  YOUR  BODY 


"Natural  Jamily  planning  is  an  impor- 
tant choice  for  women.  The  Family 
Planning  Association  welcomes  the  avail- 
ability of  PERSONA  in  contributing  to 
that  choice".  -  Ann  Weyman  FPA. 

WHAT  DO  WOMEN  SAY 
ABOUT  PERSONA? 
There  are  tens  ot  thousands  ot  satis- 
fied users  of  PERSONA  in  Britain  and 
Europe. 

Listen  to  some  of  them: 

"Using  PERSONA  has  given  me  peace  of 
mind  and  a  deeper  understanding  of  my 
body"     Janine  Routley,  a^e  29. 

"I've  been  using  PERSONA  since  it  was 
launched  and  it  makes  me  feel  really  in 
touch  with  my  body"  -  Laura  Ampomah 
age  27. 

"I  used  PERSONA  for  over  a  year.  I  loved 
it!  No  worries  about  the  Pill.  No  fuss  and 
mess  with  condoms"  Lizzie  Sherrington 
age  31. 

WHO  IS  PERSONA 
RIGHT  FOR? 

Like  most  methods  of  contraception, 
PERSONA  is  not  suitable  for  everyone. 

If  maximum  reliability  is  a  women's  con- 
cern then  PERSONA  is  not  for  her.  If  i 
a  women  is  likely  to  have  more  than 
one  partner  then  PERSONA  is  not  for 
her  either. 

But,  if  she  is  in  a  stable  relationship  and 
may  be  planning  to  have  a  family  some 
time  in  the  future,  or  is  "spacing"  her 
children  then  PERSONA  is  a  very 
attractive  option. 

It  is  non-chemical,  non-invasive  and 
works  in  harmony  with  a  women's  both1. 


If  you  require  further  information  about 
PERSONA  please  call  the  Technical 
Enquires  line  on:  0990  134430. 


BUSINESS  NEWS 


Pharmacies  enjoy  bumper  Christmas 


'harmacies  were  among  the 
JK's  best  performing  retailers  in 
)ecember,  according  to  the  lat- 
est Confederation  of  British 
ndustry  (CBI)  distributive 
rades  survey. 

Some  62  per  cent  of  pharma- 
:ies  reported  higher  sales  in  the 
leriod  December  4-.51  [the  figure 
epresents  the  percentage  of 
etailers  reporting  a  sales 
ncrease  minus  the  percentage 
eporting  a  decrease,  compared 
vith  the  same  period  in  1996]. 
)nly  39  per  cent  had  experi- 


enced higher  sales  in  December 
1996. 

Pharmacies  were  second  only 
to  booksellers  and  stationers  - 
68  per  cent  of  whom  had  higher 
sales. 

Increased  sales  were  also 
reported  by  42  per  cent  of  gro- 
cers, 57  per  cent  of  clothing 
retailer  s  and  58  per  cent  of  hard- 
ware, china  and  DIY  retailers. 

The  CBI  says  many  stores 
experienced  a  welcome  lilt  in 
sales  following  a  sluggish 
November.  Fifty  four  per  cent  of 


retailers  saw  higher  sales  \\  hile 
1!)  per  cent  suffered  a  drop. 

Forty  per  cent  of  retailers 
expect  the  growth  to  pick  up 
again  this  month  [this  figure  is  a 
'positive  balance'  that  represents 
the  number  expecting  an 
increase  minus  the  number 
expecting  lower  sales]. 

The  quarterly  average  shows 
that  underlying  sales  edged  up 
slightly,  although  the  rate  of 
increase  is  far  below  that 
reported  in  December  1996. 

Retailers,   according   to  the 


CBI,  believe  business  is  above 
average  for  the  time  of  year.  A 
positive  balance  of  12  per  cent 
report  an  incr  ease. 
•  Cough  arrd  cold  treatments  in 
pharmacies  were  hit  by  a  rela- 
tively rrrild  December,  reports 
the  British  Retail  Consortium. 
Cosmetic  sales  were  also  disap- 
pointing, although  skin  care 
products  showed  reasonable 
growth.  Pharmacies  fared  belter 
after  Christmas  because  cus- 
tomers surged  into  town  centres 
for  the  New  Year'  sales. 


4AH  to  reveal  new  Hills/Lloyds  name 


vMi  will  announce  the  new 
rame  of  the  Hills/Lloyds  phar- 
nacy  group  at  the  beginning  of 
/larch. 

The  group  recently  registered 


Lloyds  Chemists'  stores  under 
the  AAH  name  in  the  Royal  Phar- 
maceutical Society  register  of 
premises. 

Mearr while,  at  the  wholesaler's 
13th  annual  OTC  sup- 
pliers' conference,  drug 
companies,  were  told 
how  the  acquisition  of 
Lloyds  is  benefiting 
AAH  Pharmaceuticals . 

David  Taylor,  AAH 
Pharmaceuticals'  man- 
aging director,  said  the 
company  wanted  to 
improve  its  communi- 
cation with  suppliers 
so  that  it  could  offer- 
more  support  to  com- 
munity pharmacies. 


After  dunks  with  Coronation 
Street  stars  Helen  Worth  (Gail 
Piatt)  and  John  Savident  (Fred 
Elliott)  in  the  Rovers  Return,  del- 
egates took  part  in  a  question 
and  answer  session  in  Granada 
Studios'  House  of  Commons  set. 

Speakers  who  answered  ques- 
tions from  the  Government's 
front  benches  included  Mr  Tay- 
lor, David  Watkinson  (AAH  Phar- 
maceuticals' marketing  man- 
ager), Robin  Raymond  (supply 
chain  manager)  and  Michael 
Ward,  AAH  pic's  chief  executive. 
•  Mr  Ward  has  denied  rumours 
that  the  group  is  planning  to 
acquire  Connors  Chemists, 
Northern  Ireland's  largest  phar- 
macy chain. 


Put  your  business  in 
focus  with  C&D 

Does  your  business  have 
potential?  Are  you  searching  for 
ways  to  boost  turnover  and 
profit?  C&D  is  looking  for 
pharmacies  to  feature  in  its 
popular  Business  in  Focus  series. 
Pharmacy  consultant  John  Kerry 
will  visit  your  business  and  look 
at  how  it  can  be  improved.  His 
analysis  is  published  in  C&D,  but 
your  anonymity  is  assured.  If  you 
want  your  business  to  be 
considered  for  the  series,  write  in 
confidence  to  Guy  L'Aimable, 
business  editor,  Chemist  & 
Druggist,  Miller  Freeman  Ltd, 
Sovereign  Way,  Tonbridge,  Kent, 
TN91RW,  or  phone  01732  377231. 


Kimberly-Clark  in  de-listing  row 


Cimberly-Clark  has 
iccused  of  treating  pharmacists 
ihabbily  because  of  the  way  it 
ras  de-listed  Depend  fitted 
)riefs,  an  incontinence  product. 

David  Squire,  who  owns  J  G 
Squire  in  Scarborough,  first 
\eard  about  KC's  decision  on 
[\resday  when  he  received  some 
)acks  he  had  ordered.  Each  pack 
rad  a  sticker  with  the  message: 
This  product  is  being  withdrawn 
rom  sale.  Available  via  marl 
)rder  -  call  Freephone  0800 
521128  for  details.' 

"I  think  this  is  a  shabby  way  of 
rearing  pharmacists,  using  us  to 
promote  their  mail  order  sales, 
^fter  all,  we  introduced  the  pred- 
ict to  the  customers,"  he  says.  "I 
eel  my  customers  are  now  being 
iiverted  from  the  pharmacy  to 
nail  order." 

He  phoned  KC,  who  sympa- 
hised  with  his  concerns,  but  told 
urn  the  product's  sales  through 
Pharmacies  had  been  falling.  The 
company  said  his  query  would  be 
passed  to  a  business  manager. 

KC  says  it  has  no  intention  of 
aking  sales  away  from  pharma- 


cists. The  switch  to  mail  ord 
which  is  being  handled  by  a  con- 
tractor, is  one  of  a  series  of 
changes  the  company  is  making. 

It  confirms  that  fitted  brief  sales 
have  fallen,  but  says  the  line  is  a 
r  elatively  minor  part  of  the  range 
and  is  stocked  by  only  5  per  cent 
of  pharmacies.  No  other  Depend 
line  will  be  sold  by  mail  order. 

"I  know  it's  difficult,  but  we 
haven't  got  the  money  to  support 
it  [the  Depend  fitted  briefs  line] 
in  terms  of  advertising.  It's  cost- 
ing us  more  to  distribute  than  we 
are  making  from  it,"  it  says. 

The  company  will  concentrate 
on  Depend  pads,  which  it  says 
have  more  mass  market  poten- 
tial. The  pads  will  appear  in  new 
packs  of  ten,  and  the  price  has 
been  cut  from&3.99  to  S2.49.  They 
will  be  backed  by  advertising. 

"Pharmacies  are  the  focal 
point  of  the  re-launch  because 
most  people  tend  to  buy  the  pads 
from  them,  instead  of  queuing  up 
at  supermarkets,"  it  says. 

The  company  is  sending  a  sales 
representative  to  Mr  Squire  to 
explain  the  situation. 


Boots  to  offer  lhr  APS  service 


Boots  plans  to  offer  the  UK's  fir  st 
national  one-hour  Advanced 
Photo  System  (APS)  service. 

The  service  is  one  of  various 
changes  to  Boots'  in-store  photo- 
processing.  The  company  will  be 
investing  more  than  S20  million 
over'  the  next  12  months  in  APS 
equipment. 

Boots  will  upgrade  its  photo- 
processing  equipment  in  the 
spring  and  expects  to  complete 
the  process  early  next  year. 

APS  currently  accounts  for  30 
per-  cent  of  the  groirp's  camera 
market.  Boots  says  consumer 
demand  for  APS  equipment  will 
continue  to  grow  steadily. 

Peter  Bur  don,  Boots  the 
Chemists'  director  of  leisure 
businesses,  says:  "Boots  already 
leads  the  market  in  photopro- 
cessing.  This  initiative  gives  us 
the  opportunity  to  increase  our 
market  share  still  further  and 
improve  our  margins." 

BTC  will  still  offer  the  full 
range  of  D&P  services. 
•  Boots  the  Chemists  sales  rose 
7.7  per  cent  during  the  third  quar  - 
ter to  the  end  of  December,  1997. 


Its  healthcare  sales  were  slug- 
gish -  up  4  per  cent  -  because  the 
mild  weather  had  caused  fewer- 
colds.  Vitamin  and  supplement 
sales  were  also  slow. 

The  company  fared  better  with 
beauty  and  per  sonal  care  -  sales 
grew  by  8  per  cent.  Boots  says  the 
warehouse  fire  in  October  caused 
stock  shortages.  Its  prescription 
sales  rose  nearly  10  per  cent. 

Customers  using  the  company's 
Advantage  cards  accounted  for  24 
per  cent  of  its  counter  sales  by 
value  and  Boots'  group  retail  sales 
rose  6.8  per  cent  during  the 
period.  However,  the  City  was  dis- 
appointed with  the  results  and 
Boots'  shares  fell  58p  to  847p. 
•  Competition  and  consumer 
affairs  minister  Nigel  Griffiths 
was  in  the  Nether  lands  on  Mon- 
day visiting  British  retailers  with 
plans  to  expand  abroad. 

Peter  Stone,  managing  director 
of  Boots  Stores  (Nederland)  BV, 
is  optimistic  that  the  company 
will  have  a  quality  chain  in  place 
within  five  years.  Three  stores 
have  been  opened  so  far  in  Rot- 
terdam, Maastricht  and  Breda. 
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BUSINESS  NEWS 


GET  READY 
TO  BE  RUSHED 
OFF  YOUR  FEET 


Quiet  Life 


To  relieve  periods  of 
WORRY,  IRRITABILITY, 
STRESSES  and  STRAINS. 
Promotes  NATURAL  SLEEP 
A  traditional  herbal  remedy 


-A 


Here's  a  great  new  opportunity  to  cash  in  on  one 
of  the  nation's  most  successful  herbal  stress  remedies. 
There's  £200,000  being  put  behind  the  Lanes  Quiet  Life 
"GET  AWAY  FROM  IT  ALL"  campaign,  in  an  impactful 
four  month  advertising  burst.  — 
Life  for  pharmacists  will  never 
be  quiet  again! 
Stock  up  now  through  the 
Lanes  Sales  Force 

01452  507458 

or  your  local  wholesaler 


Quiet  Life 


Quiet  Life 


Always  read  the  label 


SCIENCE  FROM  NATURE 


Pharmacy  gives  the  message 


Customers  get  more  advice  on 
paediatric  products  from  phar- 
macists and  phar  macy  assistants 
than  from  the  mainstream  media, 
reports  market  researcher'  IMS 
UK  &  Ireland. 

Drawing  on  data  from  Septem- 
ber to  December  1997,  IMS  says 
that  11.1  per  cent  of  customers 
first  heard  about  the  paediatric 
brand  they  purchased  from  a 
pharmacist  or  pharmacy  assis- 
tant. In  comparison,  6.5  per  cent 
received  information  from  the 
television,  4.7  per  cent  from  a 
shop  display,  0.7  per  cent  from 
magazines,  0.2  per  cent  from 
pharmacy  advertisements  and 
0. 1  per  cent  from  the  cinema. 

Manufacturers  of  paediat  ric 
products,  it  would  appear,  could 
save  money  and  increase  sales  by 
slashing  their  consumer  press 
campaigns  and  divert  ing  some  of 
the  funds  to  the  pharmacy  press. 

GPs  remain  the  first  port  of  call 
for  paediatric  advice  -  34.1  per 
cent  of  customers  ask  them  fir  st; 
20. 1  per  cent  of  customers  have 


always  known  about  the  paedi- 
atric brands  they  buy,  and  19.6 
per  cent  hear  about  them  from 
fr  iends  and  family. 

Pharmacy  staff  advice  has  an 
obvious  effect  on  sales.  Three 
brands  aimed  at  paediatric  com- 
plaints -  Calpol,  Tixylix  Chesty 
and  Tixylix  Night-time  -  are 
among  the  top  ten  brands  cus- 
tomers choose  after  receiving 
advice.  The  brands  make  up  13.8 
per  cent  of  pharmacists/pharmacy 
assistants'  recommendations. 

The  other  top  brands  are 
Benylin,  Nurofen  Plus,  Strepsils, 
Paracetamol,  Gastrocote,  Anadin 
Extra  and  Solpadeine. 

Across  the  spectrum  of  ail- 
ments, in  fact,  customers  favour' 
pharmacy  staff  for  advice. 

Women  tend  to  consult  phar- 
macy staff  more  than  men, 
although  men  are  less  cautious  of 
approaching  a  pharmacist. 

IMS'  data  stems  from  its  Motiva- 
tion service,  which  tracks  ailments 
and  self-medication  purchases  of 
60,000  customers  every  year. 


SB  settles  Augmentin  patent  dispute 


Smithkline  Beecham  has  agreed 
an  out-of-court  settlement  with 
Lek  Pharmaceutical  and  Chemical 
-  based  in  Slovenia  -  over  Lek's 
production  of  clavulanic  acid. 

The  dispute  concerned  SB's 
claim  that  Lek's  production  was 
infringing  its  patent  for  Aug- 
mentin, of  which  clavulanic  acid 
is  a  constituent  element,  Lek  is 
one  of  the  lar  gest  drug  companies 
in  Central  and  Eastern  Europe 


arrd  produces  its  own  version  of 
Augmentin  called  Amoksiklav.  It 
disputes  SB's  allegation. 

Following  the  settlement,  Lek 
cannot  sell  its  clavulanic  acid- 
based  products  in  Europe  until 
2000.  The  US  and  France,  mean- 
while, are  covered  by  separate  SB 
patents  that  expire  in  early  2003. 

Lek  can  continue  to  sell  the 
pr  oducts  in  Central  and  Eastern 
European  markets. 


BMS  acquires  Aussie  range  manufacturer 


Bristol  Myers  Squibb  (BMS)  has 
acquired  Reading-based  Red- 
mond Products,  which  pr  oduces 
the  Aussie  range  of  hair  care 
products.    BMS   will  integrate 


Aussie  lines  into  its  consumer 
sales  business.  While  the  transi- 
tion is  taking  place,  it  advises 
pharmacies  to  order  Aussie  prod- 
ucts through  the  normal  channels. 


COMING  EVENTS 


MONDAY,  JANUARY  19 

N  Metropol  Branch,  RPSGB 

School  of  Pharmacy,  Brunswick 
Square,  WC1,  7.30  for  8pm.  'Prac- 
tice Research  -  Is  it  any  use?'. 
Bromley  Branch,  RPSGB 
Frognal  Centre,  Queen  Mary's 
Hospital,  Sidcup,  8pm.  'Asthma 
and  CFCs'. 

TUESDAY.  JANUARY  20 

Hertford  Branch,  RPSGB 

Postgraduate  Medical  Centre, 
QEII  Hospital,  Welwyn  Garden 
City,  7.30  for  8pm.  'Motor  Neu- 
rone Disease'. 

E  Metropol  Branch,  RPSGB 

Wanstead  Library,  Spratt  Hall 
Road,  Wanstead,  Ell,  7.30  for 
8pm.  'Osteoporosis'. 
WEDNESDAY,  JANUARY  21 
Bath  Branch,  RPSGB 


Gainsborough     Room,  Pratts 
Hotel,  Bath,  8pm.  'An  update  on 
Leukaemia  and  its  treatment'. 
Bury  Branch,  RPSGB 
Fairfield  General  Hospital,  7.30 
for' 8pm.  'Community  Pharmacy - 
a  Council  member's  perspective'. 
NICPPET 

'Intr  oduction  to  IT'  irr  Belfast. 
THURSDAY,  JANUARY  22 
Sheffield  LPC 

Sheffield  Holiday  Inn,  2pm  to 
7.30pm  and  from  7.30pm  Confer- 
ence session:  'Electronic  Data 
Interchange    -    A    Threat  or 
Opportunity?' 
FRIDAY,  JANUARY  23 
Derby  Branch,  RPSGB 
Annual  Dinner  at  the  Midland 
Hotel,  Derby.  Pre-dinner  drink  at 
7.30pm. 
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HEALTH  PROMOTION 


Hie  Health  Education  Authority  has  provided  details 
of  health  promotion  events  for  the  coming  year 


nuary 


April 


10:  Arthritis  Education  Week 
:     Bug  Busting  Day 

arch 

15:  Food  Awareness  Week 
.:     No  Smoking  Day 
!:    World  Day  for  Water 


(i- 1 3:  Lupus  Awareness  Week 
7:      World  Health  Day 

20-25:  National  Depression 
Campaign  Week 

22:     National  Depression 
Campaign  Act  ion  Day 


24-May  2: 

Stillbirth  &  Neonatal 
Death  Society  Awareness 
Week 

May 

May-August: 

Imperial  Cancer  Research 
Fund  Race  for  Life 
5:       International  Day  of  the 
Midwife 

International  Nurses  Day 
International  Day  of 
Families 

The  Samaritans  Week 
Nat  i(  >nal  Breast  feeding 
Awareness  Week 

National  Swim  Fortnight 
National  Smile  Week 
World  No  Tobacco  Day 


August 


12: 
15: 

15-23 
17-23 

17-  31: 

18-  24: 
31: 

June 


5:       World  Environment  Day 

7-  13:  Arl  hnl  is  Research  Week 

8-  14:  National  Food  Safely 

Week 

15-20: FR(  Mi  Week  (for 

glaucoma ) 
22-28: National  Osteoporosis 

Week 

22-28:  Child  Safety  Week 
26:     International  Day 

against  Drug  Abuse  and 

Illicit  trafficking 
27:     World  Diabetes  Day 


July 


August  31 -September  (i: 

Migraine  Awareness  Week 


September 


21:  World  Alzheimer's  Day 
21-27: 

Meningil  is  Awareness 
Week 
26-October  3: 

National  Eczema  Week 


October 


tba:    National  Back  Pain 
Week 

1:       International  Day  of  t  he 
Elderly 

5-11:  National  Asthma  Week 
10:     World  Menial  Health 

Day 

12-18: 

Deaf  Awareness  Week 
Hi:     World  Food  Day 
3  I :     Bug  Busting  Day 


November 


1!):     World  ( Osteoporosis 
Day 


December 


11: 


World  Population  Day 


I:      World  AIDS  Day 
3:      Internat  ional  Day  of 

Disabled  Persons 
10:     Human  Rights  Day 


tba:  to  be  announced 


Three  million  people  surfer 
bladder  control  problems  in  the 
UK.  Retail  sales  of  incontinence 
products  are  projected  to 
increase  by  68%  by  the  year 
2000.  That's  a  massive  opportunity 
-  and  Unitex  is  here  to  help  you 
make  the  most  of  it. 

The  4  Unitex  products  are 
discreet  -  resembling  regular 
underwear  -  yet  twice  as 
absorbent  as  other  briefs  on 
the  market.  They  are  washable 
and  wearer-triendly  too.  Above 
all.  they  are  profitable. 
Eye-cutching  packuging  and  a 


PAULA  I 

IHii  li 

O  Dticrcct  abiorbcm.  pid 

e  p 

n  . 
r  h 


major  marketing  cumpuign  will 
help  you  make  a  very  healthy 
profit  on  return  from  the 
standard  range.  Order  early 
and  our  special  Starter  Pack 
offer  will  increase  that  margin 
even  further 

Phone  01772  744493  today 
to  arrange  a  rep  visit  -  and  start 
enjoying  that  happy,  relaxed  and 
confident  Unitex  feeling. 

vernoncarus 

VEPIIOll-C/HUS  LIMITED 
Penworthum  Mills.  Preslon  Lancashire 

England  PHI  95M 
Tel  017  72  74449  3  Fo«  01772  74S754 
Order  Hotline  Strategic  Partnci  5  01622  6b2S% 
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Med 


Appointments  £27  P.S.C.C.  +  VAT  minimum  3x1 
General  Classified  £25  P.S.C.C.  +  VAT  minimum  3x2 
Box  Numbers  £15.00  extra.  Available  on  request. 
Copy  date  4pm  Tuesday  prior  to  Saturday  publication. 
Cancellation  deadline  10am  Friday;  one  week  prior  to  insertion  date 
All  cancellations  must  be  in  writing.  Contact  Fiona  Cole. 


Chemist  and  Druggist  (Classified),  Miller  Freeman  PLC. 
Sovereign  Way,  Tonbridge.  Kent  TN9  1 RW 
Tel:  01732  377272  Internet:  http://www.dotphamiacy.com/. 
ALL  MAJOR  CREDIT  CARDS  ACCEPTED 


VISA 


APPOINTMENTS 


Towards  Two  Centuries  of  Service  to  Health 


OQOPhiljp 
0  hams 
medical 


PURCHASING  MANAGER 

Philip  Harris  Medical  wish  to  recruit  a  suitable 
individual  for  the  above  position  at  their 
Birmingham  Offices. 

The  Company  has  expanded  its  operations  this  year 
to  become  the  third  largest  Pharmaceutical 
Wholesaler  on  a  National  basis. 

Applications  should  have  experience  of  multi-site 
purchasing,  not  necessarily  within  the  Pharmaceutical 
Wholesaling  market. 

The  successful  candidate  will  have  excellent  man 
management  ability,  well  developed  negotiating 
techniques,  coupled  with  a  sound  working  knowledge 
of  computerised  purchasing  systems  and  be  capable 
of  significant  contribution  to  this  expanding 
Company's  future  development  in  a  highly 
competitive  market  place. 

Applications  in  writing  to: 
Mr.  A.  Palfrey 
Purchasing  &  Administration  Director 
Philip  Harris  Medical 
Hazelwell  Lane,  Stirchley 
Binnniinglham  B30  2PS 


Pharmacist/Manager  required 
for  February  1998. 

*  Five/six  day  week  *  Minimum  paperwork 
*  Competitive  salary  *  4  weeks  holiday 

Mr  Patel  (daytime  &  evening) 
Mobile:  01961 114838 


BERKSHIRE 

Pharmacist/Manager/long-term  Locum 
required  for  branches  of  a  small 
independent  group  in  Reading. 
★  Good  supporting  staff 
*  Accommodation  available  if  required 
★  Competitive  salary 
Please  apply  with  CV  to: 

Caroline  Bello,  Manichem  Ltd, 
37  Hilcot  Road,  Reading, 
Berkshire  RG30  2SX 

or  contact  MANVIR  PATEL  on: 

01189  587233  (office) 
0973  287617  (mobile) 


ouc 


t  on  us! 

Jenrick  has 
the  job  for 
you 

Vacancies 
throughout 
the  UK 
for 

Pharmacists 


Jenrick  Medical  Ltd.  has  vacancies  for  locum  and 
permanent  pharmacists  and  technicians,  in  most  areas  of 
the  UK.  We  need  hospital  and  community  pharmacists  and 
can  offer  the  best  rates  and  best  choice  of  posts. 
Whatever  you  are  doing  now  why  not  talk  to  Jenrick  to 
see  what  they  have  to  offer. 

Thinking  of  making  a  change?  Count  on  Jenrick, 
they  have  the  job  for  you,  call  Jenrick 
Medical  Ltd. 


Call  us  now  on  01276  676141 

Or  Fax  your  C.V.  on  01276  676050 

Jenrick  Medical  Ltd,  145-147  Frimley 
Road,  Camberley,  Surrey,  GU15  2PS. 


jenrick 


Lincoln  Co-Op 
are  expanding  again 

Our  opportunities  are  as  varied  as  your  experience 
so  if  you're  interested  in  being  an 

Area  Manager,  based  in  Boston 
a  Branch  Manager,  living  in  Lincoln 
or  a  Relief  Manager,  covering  the  County 
then  contact  us  at: 
15/23  Tentercroft  Street,  Lincoln  LN5  7DB. 
Tel:  01522  538246  (daytime),  Peter  McCree  01673  860998 
and  Alastair  Farquhar  01522  694514  (evenings) 
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APPOINTMENTS 


LOCUMS 


PHARMACIST  MANAGER 

Opening  March  1998 

YOUR  CHANCE  TO  PROGRESS  IN 
INDEPENDENT  PHARMACY 

Pharmacist  graduate  needed  for  brand  new  Health  Centre  Pharmacy 
adjacent  to  new  Medical  Centre. 
Salary  well  in  line  with  national  rates  of  pay.  4  day  week  with  some 
Saturday  mornings.  All  the  benefits  of  similar  jobs. 

★  *  PLUS  *  * 

10%  share  of  company  for  a  nominal  sum  to  suitable  applicant 
after  two  years  service.  Further  shareholding  at  a 

later  date  will  be  offered. 
We  will  accept  applications  from  1997  graduates. 
Apply  in  writing  with  C.V.  and  career  details. 

Wymington  Road  Healthcare  Ltd 

c/o  87  Kimbolton  Road,  Higham  Ferrers,  Northants  NN10  8HL 
Tel:  01933  356557  Fax:  01933  410436 


Dl" 


vmvt 


Dl" 


PHARMACY  MANAGERS 

ROEHAMPTON,  ILFORD,  SEVENOAKS  (KENT),  YARMOUTH  (NORFOLK) 

Rapidly  expanding  group  seeks  managers  for  (he  above  branches.  Experience  essential  but  will  consider,  in  exceptional 
cases,  a  newly  qualified  Pharmacist  Excellent  package  available  including  medical  insurance  and  pension  scheme. 

RELIEF  PHARMACISTS/LOCUMS 

LONDON  AND  SURROUNDING  COUNTIES 

Contact  Raj  Patel:  0836  273806  (mobile) 

In  writing,  with  C.V.,  to:  Raj  Patel,  Day  Lewis  Pic,  Bensham  House,  324-340  Bensham  Lane, 
Thornton  Heath,  Surrey  CR7  7EQ  Tel:  0181  681  2255  Fax:  0181  689  0076 


TWO  TEAM  PHARMACISTS 

Required  for  our  small  group  of 
progressive  chemists  in  West 

and  North  West  London. 
Experienced  and  Newly  Qualified 

Pharmacists  considered. 

■k  Excellent  remuneration 
package  which  is  negotiable 

*  Performance  related  pay 
+  Minimum  paperwork 

*  Excellent  supporting  staff  with 
a  family  atmosphere 

Please  contact  or  send  C.  V.  to: 
ALKESH  PATEL,  Managing  Director, 
109  HIGH  STREET,  HARLESDEN, 

LONDON  NE104TS 
TEL:  0181  965  6969  (Thurs-Sat) 
0181  969  1456  (Mon-Wed) 


South  Co.  Dublin 

Enthusiastic  Pharmacist  required  tor  busy. 

long  established  recently  modernised 
pharmacy.  Emphasis  on  dispensing,  both 
private  and  CMS  and  OTC  sales. 

Competitive  salary  with  performance 
related  bonus.  Excellent  support  staff. 
Minimum  paperwork. 

Contact  John 

Tel:  0141  3410718 

(after  7|)iii) 


BRADFORD 

Due  to  recent  expansion  full  time 
Pharmacist  Manager  required. 
Attractive  salary  package.  Minimal 
paperwork.  We  also  require  a  part 
time  Pharmacist.  Jobshare  can  be 
considered  for  suitable  candidate. 

Telephone  01274  544972 

(9am-7pm) 
Mobile  0802  336572 


EXPERIENCED  FULL-TIME 
PHARMACY  DISPENSER 

Required  for  new  supervisory  role 
in  an  eight  G.P.  Pharmacy. 
Enquiries  to: 
Mr  Percival  (Practice  Manager) 

Tel:  01837  54525 

Applications  with  C.V.  to: 
The  Medical  Centre,  Okehampton, 
Devon  EX20 1AY 


Wembley  30K 

Locum  Manager  required  for 
newly  acquired  pharmacy 

5  day  week,  minimum  paperwork. 
Part  of  expanding  independent  group. 

Contact  Mr  Sheth 

Tel:  0181  903  4222 


Ltd 

Require 

L  I)  'J  UAI  £5 

For  the  South  West  area. 
Rates  from  E14.50  p.h. 
Tel  or  Fax  today  on: 

01803  862084 


NORTHERN 
LOCUMS 


The  highest  service,  the 
lowest  prices 
locutns  urgently  required. 
Free  Registration. 

Please  call  now  on: 

(0161)725  8063 


LOCUM 
PHARMACISTS 

Required  for  the  following 

areas  for  1 998. 
BRISTOL,  GLOUCESTER, 
WILTSHIRE,  NOTTINGHAM, 
LINCOLN,  BOURNEMOUTH, 
PORTSMOUTH,  IPSWICH  & 
CAMBRIDGE. 

For  details  please  contact: 

0370  628791 


NATIONAL  LOCUMS 

Top  Nationwide  Service 

+  Top  Quality  Pharmacists  with  Retail 
experience  available  for  short-  and  long-term 
*  Fast  and  reliable  Locum  service 

TEL:  01708  343087  or  0850  360371 

PHmKISTSITECHMWNS  are  mted  to  register 


IT  S  OUT  WITH 

THE  OLD, 
IN  WITH  THE 


apharmaLocum 


+  +  +  pharmacy  agency  +  +  + 

wants  you 

Quality  Locums 
&  Employers  to 
Tel/Fax: 
Michael, 
MRPharmS 

0121  555  8652 

&  regularly  browse 
interactive  website 
http://ww.apharmalocum.co.uk 


ESSENTIAL 

LOCUM 
SERVICES 
ELS 

Pharmacists,  locums  and  Technicians 

are  invited  to  register. 
•  Nationwide  coverage  • 
•  Competitive  prices  • 

Call  Sue  on  0121  444  0075 


AGENTS  WANTED 


Active,  experienced  Agents  for 
UK  launch  of  exciting 
Men's  French  Fragrance 

range  in  stunning  presentation 

Good  commission,  top-end  products,  full  marketim 
support,  repeat  sales 

Excellent  opportunities  in  all  areas 
(excl.  Scot,W.  Midlands,  S.Wales) 

Call  Shawn  Russell  now  on 

01753  681892 
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BUSINESSES  FOR  DISPOSAL 


COMPUTER  SERVICES 


A  1  1  i  a  n  c  e  Valuers 

,■'■■■&'■  Stocktakers 


i1  


LEEDS 

dphd 


, ,  ,|  „.-., 


My  populated  (enlidl  sjburb  T/O  FYE  Mav  '97  C358.000 
under  management  NHS  item  exceed  i.000  p«  month  Premises  held  on 
'  nurii  il  lr?,sse  Very  low  ovi'the3ds  >  ornLid^l  ivitti  ronsisientlv  high  gross 
profits,  make  Ihis  a  highly  piotrtable  concern  Very  realishcally  pnced  a! 
oilers  a-ound  C120.000  loi  GW'FL  lo  achieve  a  quick  sale  SAV 

NORTH  BUCKS 

Other  business  commitment!,  lotce  reluctant  sale  ol  this  e«ceptionallv 
prolrtable  essential  small  pharmacy  serving  pleasant  and  densely 
populated  suburban  neighbourhood  Lock  up  premises  inrmmg  part  ol 
local  parade  and  field  on  council  lease  jt  only  l^.ftOOpa  A  very  easily 
managed  rnncern  Highly  recommended  Further  details  and  price  on 
applic  at  ii*  >ii 


deiiM'lv  copulated  neighbourhood  Projer-ied  T/O  FYE  Apnl  '%  [270,001 
run  partly  under  locum  management  NHS  items  average  2.025  per  monlt 
horn  only  41  ■>  hours  trading  Spacious  premises  with  genuine  potential  h 
UTiprOve  Further  details  .and  pnee  on  application 

PHARMACIES  WANTED 

Following  a  largi'  numbei  ol  recent  sales  we  urij-'iilly  reguir.'  addiliona 
high  quality  pharmacies  lo  tullil  demand  Irom  our  e«lensive  register  o 
purchasers  with  vended  finance 

We  pactir  ularly  requii*  hostesses  in  - 
TYNE  &  WEAR  HERTS  SURREY 
LEICS  LANGS  CHESHIRE 


Pharmacy  Agents  for  all  of  the  UK  &  Ireland 
Tel  (01423)  5Q8172  Fax  (01423)  531571 


BUSINESSES  WANTED 


0  A  V 
LEWIS 


liars 


D  A  Y 

Dl" 

LEWIS 


Expanding  chain  of  over  30  pharmacies  seeks  to  acquire  pharmacies  in 
excess  of  £400,000  turnover  in  South  East  England  and  East  Anglia.  Groups 
or  individual  pharmacies  considered.  FREEHOLD  PURCHASED.  For  a 
quick  sale  please  write,  telephone  or  fax  details  in  strictest  confidence  to: 

Kirit  Patel,  Day  Lewis  Pic,  Bensham  House,  324  Bensham  Lane, 
Thornton  Heath,  Surrey  CR7  7EQ 
Tel:  0181  689  2255.  Mobile  0860  484999.  Fax:  0181  689  0076 


m      LOW  TURNOVER  PHARMACIES  & 
diMan  (ANY  TURNOVER  IN  THE  MIDLANDS)  d^an 

DRIVE  -TiHRU    *  '  DRIVE-'""0'1 

J  \     WITH  RELOCATION  POTENTIAL!  / 


h 

Dm  .in  drive-thru  chemists  are  scanning  the  countn  lor  \ 
MIS  contracts  for  their  innovative  concept. 


Fax  details  or  telephone  in  the  strictest  of  confidence  to:  Mr  Gurd  Chahal, 
MR  PharmS,  Duran  Drive-Thru  Chemists,  23-25  Burntwood  Road, 
Norton  Canes,  Staffordshire  WSI1  3RE.  Fax:  01543  450750.  Tel:  01543 
277777.  Mobile:  OS31  X4S0X0  (24  hrs). 


CONSIDERING  THE  SALE  OF 
YOUR  PHARMACY? 

We  are  actively  purchasing  pharmacies  in  all  areas  with  a  minimum 
turnover  of  £500,000. 

For  a  professional  service  with  confidentiality  assured,  place  your 
business  in  sale  hands. 

Call  Moss  Chemists  to  discuss  your  situation.  Please  write  or  telephone: 
Chris  Aylvvard  or  Andrew  l  ane.  Moss  Chemists,  Fern  Grove,  Feltham, 
Middlesex  TW  14  9BI).  Telephone  01X1  X90  9333. 


NEED  TO  SELL 
YOUR  EXCESS 
PHARMACY  STOCK? 

For  maximum  exposure, 
advertise  in  Classified 
Contact  Fiona 

Telephone: 

01732  377421 


Alchemist  3000  PMR 

dispensary  system 
NEW  VERSION!!!!!! 

Prophet  2000  EPOS 
Intelligent  till  system 
Transform  your  business 


1st  for 
SER1  ICE 


We  use  our 
engineers 


We  deliver  & 
install  FREE 


PRODUCTS  &  SERVICES 


MANfFACTUHEHS  OF  SPECIAL 


1TICAI.  Pfl'jmiCTS 


Bespokcd  Tailors  of  Pharmaceuticals  offering 

A  TRADITIONAL  SPECIALS  SERVICE 

lor  that  "specials"  patient  cared  lor  by  the  special 
professional 

Where  confidence  in  quality  and  price  is  a  must  and  where  the 
minimum  order  value  is  ONE 

Contact  Kami  Pazik,  Director,  on  01296  394142 
Mandeville  Medicines,  The  Specialists  in  Specials. 
For  sterile,  non-sterile  and  assembled  specials,  clinical  trials 
supplies  and  a  free  help  line. 


CHEMIST  -  WANTED  -  PHARMACY 

Surplus  Coloured  Glass  Bottles  and  Jars  Wanted. 
Black  Glass  Jars.  Drug  Jars  -  Blue  or  Green. 
Blue  Castor  Oils.  Coloured  Soda  Syphons. 
"Admiralty"  Square  Blue  Poisons.  Spare  Stoppers. 
Common  Blue  "Not  to  be  taken"  Poisons  -  All 
shapes. 

Mixed  Assortments  of  Surplus  Bottles  as  above. 

Contact:  Eric  Padfield, 
18  Mulberry  Gardens,  Sherborne,  Dorset, 
Tel:  01935  816073  Fax:  01935  814181 
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PRODUCTS  &  SERVICES 


A  little  mistake  that 

cost  Proprietor 
Pharmacist  in  excess 
£5,000.00  a 


ier  Details  On 
'NEW  DEALS' 
from  SUPPLIERS 
Call  NOW  on  FREEPHONE 

0800  526074 

Mr.  R.  L.  Hindocha.  BPharm.MR  PharmS.FInstD. 
54/62  Silver  Street,  Whitwick,  Leicestershire  LE67  3ET 


Start  the  New  Year 
on  the  Right  Foot! 

FOR  THE  MONTH  OF  JANUARY  ONLY 

ffte  j!iJjijjjjjiJjjj  ©Gr^tef 

Extra  20%  Discount  on  Reading  Aid  Glasses 
Magnecare  Copper  Bracelets 
10%  Discount  off  all  Prices 

Remember,  our  prices  are  much  lower  than 
the  Brand  Leader. 

Magnecare  Elbow  and  Knee  Supports 
15%  Introductory  Discount 

Remember,  you  make  big  profits  when  you 
sell  Magnecare  Products. 
Big  Profits  for  the  Independent  Sector  Only. 
Phone  or  Fax  Eurospecs/Magnecare  for 
Brochure  and  Price  List  Now! 

0171  377  7563 

All  our  products  are  of  the  highest  quality  and 
carry  a  money-back  guarantee. 


STRENGTH 
THROUGH  UNITY 

Join  iiu: }'(r:(r<,r, ;jn ;h  ///:;/  independent 
purchasing  group  and  discover 
the  benefits 

FREE  3  MONTH  TRIAL 


Call  Sue  on  Freephone  0500  451145 


AVICENNA  PHARMACISTS 

16  She! vers  Hill,  Tadworth, 
Surrey  KT20  5PU 


STOCK  FOR  SALE 


8x15 
HOLLISTER  BAGS 

No  3536. 
Half  list  price. 
Contact:  Dave  Goodey 
Telephone:  0860  446601 


VETERINARY  SERVICES 


VETCHEM 


PROMOTING  ANIMAL  HEALTH  THROUGH  PHARMACY 

Worried  about  decreasing  N.H.S.  margins?  Increase  your 
retail  sales  by  opening  up  a  pet  section  in  your  pharmacy, 
concentrating  on  P  and  PML  products.  Full  help  given 
with  suggested  planograms. 
Problems  obtaining  veterinary  medicines?  We  have  access 
to  virtually  all  veterinary  medicines. 

Give  us  a  cail 

Brian  G.  Spencer  Ltd,  19-21  Ilkeston  Road, 
Heanor,  Derbyshire  DE75  7DT. 
Tel:  0800  387348 
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Pharmacist  and  GPs  practise  in  the  Peaks 


Clive  Swift  plays  pharmacist  Norman  Shorthose  in  ITV's  'Peak  Practice' 


Shakespearean  actor  Clive  Swift 
is  playing  the  role  of  a  commu- 
nity pharmacist  in  the  new  series 
of  'Peak  Practice',  being  shown 
on  ITV  on  Monday  nights  at  9pm. 

Mi'  Swift,  who  is  better  known 
as  hen-pecked  husband  Richard 
Bucket  in  'Keeping  Up  Appear- 
ances', made  his  debut  as  phar- 
macist Norman  Shorthose  in  the 
first  episode  of  the  new  series  on 
January  5. 

The  arrival  of  a  community 
pharmacist  initially  causes  the 
show's  main  characters,  three 
dispensing  doctors,  concern. 
However,  the  GPs  eventually 
come  to  an  agreement  with  the 
pharmacist,  who  starts  up  a  pre- 
scription collection  and  delivery 
service  at  the  Beeches  Surgery. 

Norman  Shorthose  will  be 
appearing  in  most  of  the  current 
rim's  14  episodes.  His  commu- 


nity pharmacy,  which  was 
designed  with  the  aid  of  real-life 
pharmacist  Paul  Biant,  will  be 
based  in  the  village  of  Cardale. 

Mr  Biant,  who  works  at  the 
Hyson  Green  Pharmacy  in  Not- 
tingham, was  an  adviser  to  the 
show  four  years  ago.  Central  TV, 
which  produces  the  series,  has 
studios  in  the  city. 

Last  July,  Mr  Biant  was  asked 
to  help  design  and  stock  a 
dummy  shop  for  the  series, 
which  he  did  with  the  aid  of 
pharmacy  manufacturers  and 
wholesalers. 

"It  was  really  exciting  and  fun 
to  be  involved  in  the  series,  and  a 
break  from  day-to-day  routine.  I 
met  all  the  stars  and  they  were 
nice  people,"  he  says. 

Mr  Biant  also  advised  on  how 
pharmacists  dispense  and  on 
their  OTC  advisory  role. 


A  passage  around  India 


Pharmacist  Carl  Thomas,  31,  co- 
owner  of  Peter  Hill  Pharmacy  in 
Hove,  is  planning  to  cycle  around 
India  for  charity  later  this  month. 

Mr  Thomas,  who  has  been 
cycle  touring  since  the  age  of  16, 
is  taking  part  in  a  ten-day  round 
trip  in  East  India,  starting  in 
Orissa  and  passing  through 
Calcutta. 

He  is  one  of  30  British  Leprosy 
Association  riders  who  will  cover 


at  least  400  miles  during  the  tour. 
He  has  already  raised  SI, 050  for 
the  charity  -  enough  to  cure  50 
people  of  the  disease. 

Long  distance  cycle  rides  are 
nothing  new  to  him.  Previous 
feats  include  cycling  850  miles 
from  Lands  End  to  John  O'Groats 
in  seven  days,  a  1,600-mile  trek 
from  Plymouth  to  Morocco  and 
back,  and  a  journey  to  Auschwitz 
in  Poland. 


APPOINTMENTS 


AAH  has  appointed  Robert 
Andrews  as  head  of  group 
financial  services.  Mr  Andrews 


was  formerly  a  financial 
services  manager  with 
Unichem  for  eight  years. 
Manufacturer  of  lung-testing 
equipment,  Vitalograph,  has 
promoted  Susan  Archer  to  the 
position  of  UK  sales  manager. 
Chemical  Design  Holdings,  a 
supplier  of  drug  discovery 
services,  has  appointed  lain 
Silvester  as  finance  director 
and  Ray  Griffiths  as  marketing 
director. 

Joanne  Rule  is  joining  the 
British  Dyslexia  Association  as 
its  new  chief  executive  next 
week.  She  is  currently  the 
Royal  College  of  Nursing's 
director  of  external  affairs. 

Robert  Andrews  (left),  AAH's  new 
h«?ad  of  group  in  ma  men  a  II  services 


Society  museum  raises  trade  profile 


The  Royal  Pharmaceutical  Soci- 
ety's museum  is  raising  its  trade 
profile  among  museum  curators 
with  a  forthcoming  seminar  on 
caring  for  collections  containing 
drugs  and  chemicals. 

The  seminar,  which  takes 
place  in  April,  will  cover  the  legal 
and  safety  aspects  of  possessing 
pharmacy  material  in  a  collec- 
tion, as  well  as  detailing  ways  of 
finding  out  what  items  are.  About 


50  curators  are  expected  to 
attend. 

"The  seminar  will  make  cura- 
tors more  aware  of  the  Royal 
Pharmaceutical  Society  of  Great 
Britain's  museum  as  a  source 
of  pharmaceutical  knowledge. 
Many  of  them  might  not  appreci- 
ate that  taking  stock  from  a  phar- 
macy may  require  a  CD  licence," 
says  Society  curator  Caroline 
Reed. 


Pharmacy  pill  pushers  raise  funds  for  ward 


Staff  from  the  pharmacy  department  at  the  Dumfries  and  Galloway 
Royal  infirmary  have  raised  over  £1,500  for  a  paediatric  ward  through  a 
sponsored  pill  push.  The  money  raised  is  to  go  towards  developing  a 
multi-sensory  area  for  disabled  children.  Local  Labour  MP,  Russell 
Brown,  joined  the  pharmacy  staff  in  pushing  the  plywood  'pill'  around 
a  10.2  mile  course  from  the  hospital  to  Glencapel  and  back 
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len  eczema  flares  up  in  children  it  needs 
nnething  special  to  treat  it.  So  we've  developed 
w  Oilatum  Junior  Flare-Up  -  to  effectively  soothe 
fay  symptoms  whilst  they  play  in  the  bath. 

ntaining  antiseptics  to  reduce  the  level  of 
iphylococcal  bacteria  -  one  of  the  causes  of  a 
re  up,  and  light  liquid  paraffin  to  relieve  the  itch, 
atum  Junior  Flare-Up  can  help  reduce  the 


severity  and  duration  of  the  attack  -  especially 
if  used  early  on. 

And  while  it's  strong  enough  to  bring  relief,  it's 
safe  enough  for  everyday  use. 

We're  spending  £750,000  on  a  national  consumer 
press  campaign  which  includes  new  Oilatum 
Junior  Flare-Up,  so  stock  up  now  and  get  ready 
for  the  flare  up  in  eczema  sales. 


Jew  Oilatum  Junior  FUre-V)p 


luct  Information.  Presentation:  Oilatum  Junior  Flare-Up  is  an  emollient  bath  additive,  containing  Benzalkonium  Chloride  6%.  Trlclosan  2%,  Light  Liquid  Paraffin  52.5%  w/w.  Uses:  For  the  topical 
ment  of  eczemas  including  eczemas  at  risk  of  infection  Dosage  and  Administration:  Always  add  to  bath  water.  Infants  over  6  months.  Add  1  ml  to  a  small  bath  of  water.  Apply  over  body  with  a  sponge 
Iry  Child.  Add  1  -2  capfuls  to  an  8  inch  bath  of  water  Soak  for  10  20  minutes  Pat  dry.  There  is  no  need  to  use  soap  Caution:  Take  care  to  avoid  slipping  in  the  bath.  Avoid  contact  of  undiluted  product  with 
and  skin  If  unwanted  effect  occurs,  stop  using  the  product  and  consult  your  pharmacist  or  doctor  Contra-indications:  Hypersensitivity  Legal  Category:  GSL  Retail  Price:  150ml  £5  85  Product 
mce  Number:  PL01740070  Product  Licence  Holder:  Stiefel  Laboratories  (UK]  Ltd.  Holtspur  Lane.  Wooburn  Green.  High  Wycombe.  Bucks  HP10  OAU  Date  of  Information:  December  1997. 


FLARE-UP 


AT  H  TREATMENT 

Ejffiscttoe  early 
r<:ipmisf  to 
GczQnw  ftorc  ups 


IBULEVE  Trademark  and  Product  Licence  held  by  Diomed  Developments  Ltd,  Hitchin,  Herts,  SG4  7QR,  UK.  Distributed  by  DDD  Ltd,  94  Rickmansworth  Road,  Watford,  Herts,  WD1  7JJ,  UK.  Directions:  Lightly  apply  a  thin  layer 
gel  over  the  affected  area.  Massage  gently  until  absorbed.  Wash  hands  after  use.  Repeat  as  required  up  to  three  times  daily.  Indications:  For  the  relief  of  backache,  rheumatic  and  muscular  pain,  sprains  and  strains.  Ibuleve  Gel 
for  pain  relief  in  non-serious  arthritic  conditions.  Contra-indications:  Not  to  be  used  in  cases  of  sensitivity  to  any  of  the  ingredients,  particularly  if  asthmatic  and  have  previously  shown  hypersensitivity  to  aspirin  or  ibuprofen.  No: 
used  on  broken  skin.  Not  to  be  used  during  pregnancy  or  lactation.  Precautions:  Not  recommended  for  children  under  12  years.  If  symptoms  persist  for  more  than  a  few  weeks,  consult  a  doctor.  Patients  with  an  active  peptic  ulce 
history  of  kidney  problems,  asthma  or  aspirin  sensitivity  should  seek  medical  advice  before  using  Ibuleve.  Interaction  with  blood  pressure  lowering  drugs  is  theoretically  possible,  although  very  unlikely.  Keep  away  from  the  eyes,  nol 
mouth.  Keep  all  medicines  out  of  the  reach  of  children.  [FOR  EXTERNAL  USE  ONLY.  I  Side-effects:  In  normal  use,  side-effects  are  very  rare,  but  may  occasionally  include  allergic  or  localised  skin  reactions  in  susci 
individuals  Legal  Category:  [f]  Packs:  Gel  (PL01 73/0060)  -  30g,  RSP  £3.89  (£3.31  exc.  VAT)  and  50g,  RSP  £5.39  (£4.59  exc.  VAT).  11/97. 


